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“Our Men Know 











The agents of the Peoria Life know 
that they are building for a lifetime. 


The figures are here to prove it. 
The Peoria Life has lost only five 
full time men in four years! 


Why do Peoria agents stick? There 
are many reasons. One of them is 
that they have a direct contract 
with the company. 
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A Wider Field— 























An Increased ak 
Opportunity <— 


UR Agents can sell policies on the 

annual premium plan, up to $3,000, to 
young men and young women as young as 
age 2—protective insurance and Educational 
and Business Start Endowment Insurance. This 
extension of the age limit for Ordinary Insurance down 
to age 2 helps our Agents considerably. 
We issue Participating and Non-Participating Policies. 
As regards adults, we write contracts with Double 
' Indemnity provisions covering any kind of fatal ac- 
_ cident, or with Double Indemnity provisions cover- 
ing fatal travel accident only, as may be desired. 
™™ We issue policies with waiver of Premium and 
“7 Disability Annuity or Instalment Payment 
» features. We insure males and females at 
=>. the same rates. 
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What Companies Are Doing About Dividends 


Announcements Made Regarding Scale Which Will Be Used for Coming Year Attracting 
Much Attention—Comparatively Few Changes Have Been Made by the Larger Companies 


relative to their dividend scale for 

next year is of interest. Most com- 
panies will not make any change owing 
to the uncertain business conditions. A 
few have restored the old pre-war divi- 
dend scale. The large amount of new 
business that has been written during 
the last few years will in time greatly 
favor the companies, as the mortality 
savings should be considerable. The 
companies have not yet gotten over the 
jolt they received during the influenza 
and pneumonia epidemic. The tendency 
is to move slowly and not make the 
mistake of putting the dividend scale 
back too soon. Some company an- 


nouncements are as follows: 
x * x 


Equitable Life of New York 


While the board of directors of the 
Equitable Life of New York has not 
yet formally authorized the scale of 
dividends to be used next year, the 
home office is proceeding on the assump- 
tion that the scale will be the same as 
this year. 


"T ret announcement of companies 


> s > 
National Life of Vermont 


The National Life of Vermont, at the 
quarterly meeting of its directors in 
October, voted to continue in 1921 the 
present dividend schedule, which was 
adopted in 1916. 

7. . > 


Minnesota Mutual 


The Minnesota Mutual, whose dividend 
year runs from Sept. 1 to Sept. 1, is con- 
tinuing the same scale as last year for 
the present year. 

o . . 


Berkshire Life 


The Berkshire Life will continue in 
1921 the same dividend factors that it 
has been using since 1913. 

*x* * * 
Mutual Trust Life 


The Mutual Trust Life of Chicago pays 
the following dividends for the current 
year on its special $5,000 ordinary life 
Policy: 


Age Div. Div. 
of Annual Issue Issue 
Issue Prem. 1919 1920 
arr $ 77.76 $1.45 $0.85 
— RC 88.5 1.70 1.00 
OP asegeeaeaneeas 102.54 2.10 1.20 
a) trtdaevesnaeen 121.03 2.55 1.45 
TS sceetateanchwe 146.00 3.15 1.75 
er 180.20 3.90 2.15 
Oe sentscouneeueee 227.27 4.75 2.70 
oO tciwdenseeabas 292.67 5.85 3.35 
*x* * * 


Federal of Chicago 


While the Federal Life of Chicago has 
not yet passed on the question of divi- 
dends for 1921, it is believed that the 
company’s new dividend schedule will 
show a material increase over that for 
1920. 

: ©. © 
Northwestern Mutual 


The Northwestern Mutual Life divi- 
dend distribution for 1921 is on the same 
Scale as in 1920, except that there has 
been a slight modification of the mor- 
tality factor at ages above 51 made in 
the interest of equitable distribution as 
between the different age groups. So 
far as the aggregate apportionment is 
concerned the relative unimportance of 
this correction is indicated by the fact 


that it will not affect the aggregate 
more than about $300,000 out of $18,000,- 
000. At age 55, the first year net cost 
under the 1920 schedule is $47.50 and 
under the 1921 schedule is $47.86. At 
age 60 the first year cost under the 1920 
schedule is $60.12 and under the 1921 
schedule $61.28. 
*x* * * 


Girard of Pennsylvania 


The Girard Life of Philadelphia will 
probably change its dividend year to 
commence with Jan. 1. The company 
continued its dividend scale for the last 
six months of 1920 on the same basis as 
for the first six months. 

* * * 
Central States of Indiana 


The dividend schedule of the Central 
States Life of Crawfordsville, Ind., for 
1921 will be the same as for 1920. 

e 8s £ 
Columbia of Nebraska 


There will be no change in the divi- 
dend scale of the Columbia Life of Fre- 
mont, Neb., in 1921 from that of 1920. 

* * * 
Farmers National 


The Farmers National Life of Chicago 
will probably pay the same dividend in 
1921 as it paid in 1920, which on most 
of its policies is 13% percent. 

ee «@ 


Toledo Travelers 


The Toledo Travelers of Toledo, O., 
will most probably continue its present 
dividend scale in 1921. 

*x* * * 


Detroit Life Increase 


The Detroit Life of Detroit, Mich., will 
liberalize considerably its dividend 
schedule in 1921 as compared with its 
present scale. The distribution will be 
by the contribution method with the fol- 
lowing factors: Interest, 1 percent; mor- 
tality, 20 percent; loading, 2 percent of 
the valuation net premium. 

. 8 2 


Jefferson Standard 


The Jefferson Standard Life since July 1 
has been under a new dividend scale 
which is a slight reduction from the year 
ending July 1, 1920. The following is an 
illustration of the present schedule: 

Age at issue... 25 35 45 55 
Ordinary Life 


Year 
issued...Prem. $19.35 $2568 $36.89 $57.93 
at - Geanaee ce 2.46 3.41 5.11 8.17 
Se wcessawee 2.34 3.23 4.81 7.74 
ae 2.22 3.04 4.53 7.31 

20-Payment Life 
Prem, ....$28.59 $35.07 $45.41 $63.84 
ae 3.39 4.37 5.96 8.75 
Dn: eeeeesawen 3.14 4.04 5.54 8.23 
SE és«esenens 2.90 3.73 5.14 7.72 
20-Year Endowment 
Prem. .....$48.10 $5020 $55.28 $68.77 
Pe aceaceowen 6.57 7.03 $02 10.28 
a? iaqeestes 6.04 6.51 7.50 9.73 
De encesewest 5.55 6.00 6.96 9.15 
* * * 


North American, Nebraska 


The North American Life of Nebraska 
has readopted its dividend schedule of 
1918. 

* * * 
Boston Mutual 


It is the present poliey of the board 
of directors of the Boston Mutual Life 
of Boston not to declare dividends for 
the year 1921, it being the purpose not 
only to recover the excess death losses 


it received through the influenza epi- 
demic in 1918 and 1919 but also t 
establish a very substantial surplus as 
a basis for satisfactory dividends after 
192) 
* * * 
Central States, Missouri 


The Central States Life of St. Louis 
will pay the same dividends for 1921 as 
for 1920. This company has always paid 
full dividends in accordance with its 
schedule. 

* * * 


Connecticut Mutual Life 


The Connecticut Mutual will not take 
official action in the matter of its scale 
of dividends for 1921 before the close of 


the year. 
. . a 


Guardian Life of New York 


The Guardian Life of New York will 
probably make an increase in its divi- 
dends to policyholders for the year 1921, 
but is not yet prepared to state what this 
increase will be. 

. > 


Metropolitan Life 


The Metropolitan will not take action 
in regard to dividends for 1921 until the 
end of November at the earliest. 

> ” . 


Columbus Mutual 


The Columbus Mutual will not make 
any change in its present dividend sched- 
ule for 1921, although no formal action 
will be taken until next January. 

> >. > 


Prudential 


The Prudential will decide what action 
it will take with reference to its divi- 
dends next year about the middle of 
December. 

x* * * 
Bankers of Iowa 


The Bankers Life of Des Moines will 
not decide as to its dividend scale for 
the year beginning April, 1921, until 
after Jan. 1. 


* * * 
Southern Life & Trust 


While the Southern Life & Trust of 
Greensboro, N. C., has made no definite 
announcement regarding its scale of an- 
nual dividends payable in 1921 it is 
almost certain there will be a material 
increase. 

ot): a 
Mutual Life of New York 


The Mutual Life of New York will 
not take action on its dividend scale for 
1921 until near the end of the year. 

- a ae 
Equitable of Iowa 


The Equitable Life of Iowa will not 
decide upon its dividend scale for the 
year commencing March 1, 1921, until 
about the end of January. 

* * * 
Atlantic Life 


The Atlantic Life of Richmond, Va., 
has not taken any action as yet with 
reference to its 1921 dividends, except 
those payable on deferred dividend poli- 
cies. The company expects to authorize 
a continuation of its 1921 scale for the 
first quarter of 1921. While it does not 
contemplate reducing the scale or in 
any respect changing it during 1921, it 
will not take official action in regard 


to the last nine months of the year 
until after the first of January. 
+ 
Manhattan Life 


The Manhattan Life will not take 
any definite action until next March 
with respect to its scale of annual divi- 
dends for the next dividend year which 
commences on April 16, 1921. 

- oo 


Massachusetts Mutual 


The Massachusetts Mutual will take 
action in January as to what dividend 


seale it will use for the dividend year 
running from June 21 to May 31, 1822. 
*x* * ® 


Missouri State 


The Missouri State Life will not de- 
cide its dividend scale for the year 
commencing April, 1921, until after the 
annual statement has been issued and 
considered 

se & @ 
New England Mutual 


The New England Mutual Life will 
make no change in its dividend schedule 
in 1921, but will use the same factors 


which it adopted in 1912 and which it 
has used without alteration each year 
since that time. 

* * &* 


Connecticut General 


The Connecticut General Life will con- 
tinue its dividend schedule now in effect 
through the year 1921 without any 
change 

* * * 


Union Mutual 


The Union Mutual will not decide on 
its dividends for 1921 for some weeks. 
* «* 


State Mutual Life 


It is very likely that the State Mutual 
Life will make a change in its dividend 
schedule for the coming year and will 
now go back to the old scale used in the 
years 1917 to 1919, inclusive. The com- 
pany will decide the matter early in 
December. 

_ = 


Mutual Benefit Life 


The Mutual Benefit Life will decide 
the matter of dividends for 1921 some- 
time in December. 

- eS @ 


Penn Mutual 


The Penn Mutual Life. whose dividend 
year commences May 1, will not decide 
for some considerable time to come 
what changes if any will be made. Last 
May the company reduced its scale on 
old business to take care of the “flu” 
losses, 

* * * 


State of Indiana 


While the dividend resolution of the 
State Life of Indiana is not acted upon 
until January it is not contemplated by 
the company that it will make any 
change in the schedule from that which 
has been in force continuously since 
1915. 

* * * 


Indianapolis Life 


President Manly of the Indianapolis 
Life states that in all probability there 
will be no change in that company's 
dividend schedule in 1921. 


ee 
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LOW LAPSE RATIO IS_| 
SHOWN BY — 


| 

New England Mutual Life’s Ex- 

perience Has Been Most 
Favorable 





CAUSES OF PERSISTENCE 





Superintendent Glover S. Hastings 
Speaks Before the Association of 
Life Agency Officers 





One of the interesting addresses at 
the Association of Life Agency Officers 
was by Superintendent of Agencies 
Glover S. Hastings of the New Eng- 
land Mutual Life. The New England 
has a low lapse ratio. Mr. Hastings 
was speaking of the advantages of the 
general agency system in the conserva- 
tion of business. One of the main points 
brought out in the paper was the close 
relationship between the company and 
its field men. In commenting on the 
address later on, President Orville 
Thorp of the National Association of 
Life Underwriters said that this same 
spirit should be found among life in- 
surance men in general. There is no 
reason, he said, why this same mani- 
festation of good will and confidence 
could not be demonstrated all along the 
line. The avearge a are 1% 
percent. The total terminations, from 
death claims, surrenders, lapses, ex- 
piries, reductions by paid up—every- 
thing going off the books during the 
past five years have been 4.43 percent 
of the total exposure and last year 3.52 
percent. . 

Mr. Hastings said: 

Uses General Agency System 


The New England Mutual operates 
under the general agency or decentral- 
ized system. For some years, however, 
we have maintained two of our 44 agen- 
cies on the branch office or salaried 
manager basis. In order that we might 
have tangible accomplishment and not 
theory to guide us in our policy of 
agency development, let me give you 
the results of only one of a series of 
determinants. In order to have a fair 
analysis I have taken two agencies— 
both located in large cities—both in 
charge of men gifted with powerful 
dynamic force and both active in agency 
organizations. 

Two Offices Compared 


The branch office at the close of 1919 
had outstanding insurance $30,701,000, 
with premium collections during that 
year of $929,584. The general agency 
had $33,443,000 insurance in force and 
premium collections of $1,026,664. The 
commissions and expense for 1919 was 
13.7 percent of premiums for the branch 
office and 12.4 percent for the general 
agency. Over a period of three years, 
1917-18-19, the percentages were 10.3 
percent for the general agency against 
13.2 percent for the branch office. 

These facts, when taken in connec- 
tion with other related studies and ac- 
tual experiences, have thoroughly con- 
vinced us that the general agency sys- 
tem is the better plan, both for the com- 
pany and its representatives. It must 
be conceded, however, that such an esti- 
mate depends upon an individual’s point 
of view, and particularly his acquaint- 
ance with the background of facts on 
which he had based his observations. 


Salaried Manager System 


The salaried manager in charge of a 
branch office for a life company is a 
hired man, He operates under condi- 
tions that withholds responsibilities and 
destroys individual initiative and free- 





dom of action, Where responsibility is 








MANAGER'S PART IN TRAINING MEN 











Much That Home Office Can Do But Definite Teaching | 
Function Belongs to Agency Head, | 
Dr. Stevenson Says 











R. JOHN A. STEVENSON, third 
D vice-president of the Equitable 

Life of New York, speaking at the 
recent meeting of the Agency Officers 
Association on “The Manager’s Func- 
tion in the Training of Salesmen,” dis- 
cussed the respective parts which the 
home office and the general agent or 
agency manager must play in preparing 
agents for their work. He said: 


HE manager or general agent (the 
"Tierms manager and general agent 

will be hereafter noted as manager) 
is the functional unit of production. He 
is the one who interprets the desires, 
wishes and requirements of the home 
office and passes them on to the field 
men. The more the home office offi- 
cials can furnish the manager with ade- 
quate and helpful materiai for his work, 
the better and more virile organization 
will be developed. The morale of the 
whole selling organization will be 
greatly augmented, if a genuine respect 
for the manager is held by all his 
soliciting agents. This can be accom- 
plished if the manager is provided with 
worthwhile material whereby he can in- 
struct his field force properly. 


Certain Functions for Home Office 


It should be recognized, however, 
that there are certain functions in the 
training which the home office can and 
should take over in order to relieve the 
manager. The preparation and col- 
lection of sales material, insurance in- 
formation, and general market condi- 
tions can and should be done by a home 
office department. After this material 
has been prepared, it should be dis- 
tributed through the manager. Since 
the manager is held responsible for pro- 
duction, it is absolutely necessary to 
create in the minds of his salesmen a 
wholesome respect for their manager. 
The agents should feel that he knows 
the last word in salesmanship. They 
should respect his ability as a teacher 
and leader of salesmanship. This atti- 
tude might be stated as follows: It is 
the function of the home office to pre- 
pare material which the manager can 
use in the training of his salesmen. The 
morale of the agency force depends 
largely on the respect which it has for 
the leader (the manager). This respect 
is easily obtained if the manager can 
help them to increase their efficiency in 
selling—therefore, let the manager do 
the training and receive the benefit that 
would otherwise go to the home office. 


Manager's Duties Enlarged 


Analysis of the functions of the man- 
ager shows that there are certain well 
defined duties or abilities required for 
an adequate performance of the job. 

(a) The managerial ability is im- 
portant and very necessary. This rep- 
resents the ability to manage the sales- 
men in the agency. The quality of 
leadership is quickly reflected by the 
attitude which the men have for their 
leader. 

(b) The financial ability of the man- 
ager is also important. This is the 
ability to finance wisely the agency, as 
well as to develop financial programs 
for the agents. The ability to teach 
and develop thrift among the salesmen 
is very important indeed. 





(c) The teaching or development 
function is probably the most important 
of all. This function is reflected in the 
ability the manager has to select and 
train new men and to stimulate sales 
effort throughout the whole organiza- 
tion. The home office may share some 
of this responsibility, but in the last 
analysis, this important function should 
be one of the most important parts of 
the manager’s job. 


May Shift Responsibility 


If the manager is responsible for the 
training, what are the results? What 
are the outcomes? He can set up then 
a certain standard of performance and 
can insist that his agents live up to 
this standard. If the training is done 
primarily through the home office, the 
manager does not assume quite so much 
responsibility for the training. Since 
the manager is human, he is likely to 
put too much responsibility on the 
home office for the performance of the 
agent, and thereby relieve himself of 
this problem or worry—in other words, 
he shifts the responsibility. 

The manager will realize two results 
if he does or is responsible for the 
training— 

(a) His agency will soon develop a 
reputation for giving efficient service 
to clients; 

(b) His agency will attract high grade 
men because of the manager’s reputa- 
tion for developing successful men. A 
group of men wil] come in who are not 
interested in peddling insurance, but in 
selling insurance. 


Powerful Lever on Lapsation 


If the manager is responsible for the 
training—either doing it himself or de- 
tailing it to someone—he is going to 
have a powerful lever to pull on the 
question of lapsation. If this question 
looms large, he can get to his men 
quickly on this problem. Through the 
training function, he has developed 
machinery for getting ideas over to his 
men quickly. And again, if his men 
have been properly trained, there will 
be less lapsation because the policies 
will have been properly sold. 

Difference in Methods Shown 


An illustration will be cited showing 
the way that a trained man and an un- 
trained man might attack a sale. Let 
us picture the situation: Here is a 
man 35 years old; he has been able to 
save only $3,000 up to the present time. 
He has recently been put in a position 
where he is receiving $7,500. He is 
married and has a boy 8 years of age 
and a girl 6. He has recently bought 
a home for $10,000, making the initial 
payment of $3,000 and leaving $7,000 
mortgage on the home. If we take a 
man who has had no training, he might 
or might not think of some of the 
definite needs which this man has for 
insurance. The untrained man might 
ring the doorbell and approach him 
just as he would any other prospect for 
insurance. Suppose he did that, he 
might propose insurance from $5,000 to 
$50,000. We will assume he might have 
sold this man $50,000 on an ordinary 
life basis, not connecting it with the 
prospect’s needs. 

(CONTINUED ON PAGE 10) 








withheld there can be no satisfactory 
growth. 

Most men emploved on a salaried 
manager basis are obliged to use prac- 
tically all of their income for the neces- 
sary expenses of living, and are unable 
to save any important amount of money. 





One reason for this is our national habit 
of extravagance and luxury. 


Discount the Future 


Another reason is that many salaried 
managers expect advancement in posi- 
(CONTINUED ON PAGE 5) 





BUREAU OF RESEARCH 
TO BE ESTABLISHED 


Life Agency Officers Volunteer 
Contributions to Get Cen- 
tral Bureau Going 


NO ASSOCIATION ACTION 


Will Take Thirty Companies to Carry 
the Deal—Information Will Be 
Valuable 





During the closing moments of the 
annual meeting of the Life Agency 
Officers held in Chicago last week, ac- 
tion was taken which makes it almost 
certain that a central bureau of research 
in life insurance will be established be- 
fore the coming of the next annual 
meeting. The bureau, if established, 
will be the result of voluntary contribu- 
tions by members, free from any official 


action by the association. 

After the subject of life insurance 
research and of a central bureau of re- 
search had been discussed pro and con 
for some time without any action being 
taken, C. G. Taylor of the Atlantic Life 
and president of the American Life Con- 
vention, who was present at the meet- 
ing, arose and suggested that a com- 
mittee be appointed to see that some- 
thing definite was done in the near 
future on the subject of research rather 
than merely letting it go after the long 
discussion. After a short discussion 
that ensued, the matter was referred 
to the educational committee for propa- 
gation. At this point Isaac Miller 
Hamilton, president of the Federal Life 
and new president of the Association 
of Life Agency Officers; H. M. Wool- 
len, president of the American Central 
Life, and others volunteered to furnish 
$500 apiece if thirty companies could 
be found who would do the same thing 
to establish a research bureau for one 
year. One by one company representa- 
tives arose and said that their com- 
panies could be counted upon for a like 
amount. The only count was kept by 
the stenotype operator, and at time of 
writing the notes had not been tran- 
scribed, so the names of the companies 
that volunteered are not available. How- 
ever, it is certain that fifteen or twenty 
announced at the meeting they were 
willing to contribute $500. 

It is thought that the number of 
companies can be quickly brought up to 
thirty when the idea is presented to 
them by mail. A great number of those 
who attended the meeting had rushed 
to catch early trains before the proposi- 
tion was brought up, and a great many 
others were not authorized to speak 
for their companies in this regard, but 
it is thought will be easily able to put 
the proposition through upon returning 
to their home offices. 

The proposition of life insurance re- 
search was opened in an address by 
J. M. Holcombe, Jr., manager of the 
Sales Research Division of the Phoenix 
Mutual Life, at the afternoon session. 
The Phoenix Mutual has gone in for 
research in quite an extensive manner, 
and has compiled quite a bit of data 
already proven valuable in the selec- 
tion of agents. Mr. Holcombe reviewed 
the progress of research in industrial 
life, and the outgrowth of what is 
known as commercial research. Until 
recent years, research in industry has 
been a factory proposition. Recently it 
has been used in the selling end of the 
business with great success. The ad- 
vertising agencies have adopted a policy 
of very diligent research in preparing 
advertising campaigns. 

_.When it comes to the selling end of 
life insurance, says Mr, Holcombe, 
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market conditions have not been care- 
fully analyzed. Recently life insurance 
has been so easily sold that any move- 
ment looking toward research in rela- 
tion to life insurance and its market has 
been retarded. 

Mr. Holcombe believes that the day 
is coming when investment of time and 
money in the study of market condi- 
tions will repay life companies. He 
believes that a careful study of causes 
of lapsation should be studied. A care- 
ful study and tabulation should be made 
of everything which affects the sale of 
life insurance. The relation of differ- 
ent phenomena as to the sale of life 
insurance should be recorded. Efforts 
in this line for the purpose of setting 
agency quotas have been made by many 
companies, particularly the Equitable of 
New York and the Phoenix Mutual. 
Mr. Holcombe said that he had found 
a relationship which is of real value 
between life companies and the follow- 
ing: bank deposits, average monthly 
purchases, percent of urban popula- 
tions and telephones. The relationship 
of automobiles to life insurance was not 
exact. Having established this relation- 
ship, a company can analyze a particu- 
lar state and determine whether the in- 
surance actually in force and new busi- 
ness actually sold are above or below 
what they should be. 

Mr. Holcombe said that his own com- 
pany has received great results from 
research work in connection with his 
own salesmen. The Phoenix Mutual 
uses an intelligent test, requires a per- 
sonal history blank filled out. It has 
shown that there is a line of intelli- 
gence under which it does not pay to 
hire men because, on an average, men 
below this line do not stay with the 
company. The aim is at a goal of 
securing more and better business at 
decreased cost. Examples can often be 
cited of men who cannot pass these 
tests, but who will make good. These 
are exceptions proving the rule. Such 
men belong to a class, and that class 
is known to be a failure in life insur- 
ance. Therefore, he should not be em- 
ployed. wi 

The proposition of a central bureau 
of research was taken up in a paper by 
Charles Hommeyer. Mr. Hommeyer is 
assistant superintendent of agents of 
the Union Central. He said that there 
was no use in all of the companies ex- 
perimenting by themselves in men and 
methods. He said experience is a hard 
school, but fools will learn no other 
way. He said the insurance companies 
would lose none of their ideas by shar- 
ing them with others. Facts regarding 
men and market methods should be 
pooled by the different companies. A 
digest of the methods of all companies 
and the results obtained would be 
mighty valuable. Every company in 
the bureau should send in information 
on insurance in force, how much is 
written each month, each year, in each 
county and each state. Then the com- 
bined results would be compiled by the 
bureau and referred back to the com- 
panies without any reference to any par- 
ticular company. Thus no company 
would be giving away information to 
competitors, but the combined experi- 
ence of the association would be had 
for the benefit of all. 





Will Have New Home Office 


The Northern Life of Seattle has pur- 
chased the southeast double corner at 
Third avenue and University street for 
$250,000. D. B. Morgan, president of 
the Northern Life, states that it will 
be transformed into a home office 
building. The company’s premium in- 
come this year is $1,000,000 and insur- 
ance in force $23,000,000. The company 
is increasing its capital from $150,000 
to $200,000. It will probably enter Ore- 


gon and Utah during the coming year. 
Its plan is to cover the coast and 
mountain states before it enters other 
territory. New stock is selling at $165 
a share, the par being $100. No promo- 
tion expense will be attached to the 
sale of the new stock. 














ACT UARIES TO MEET 
AMERICAN INSTITUTE MUSTER 


Splendid Program Has Been Arranged 
for the Gathering to Be Held 
This Week 


The fall meeting of the American In- 
stitute of Actuaries will be held Friday 
and Saturday at the Hotel La Salle, 
Chicago. The actuarial viewpoint on 
many of the important problems of the 
life insurance business will be brought 
out in the informal discussions which 
are to be the principal feature of the 
program. At the opening session there 
will be a discussion of the papers pre- 
sented at the annual meeting, held last 
May. 

President George Graham has sent 
out letters, calling attention to a series 
of lectures which will be given in the 
course of meeting for the benefit of 
students and associates of the Institute 
who are preparing themselves for the 
Institute examinations. This is some- 
thing new and Mr. Graham has urged 
the actuaries of the various companies 
to try to make it possible for the young 
men in the home offices who are en- 
deavoring to learn the actuarial side of 
the business to be present at the meet- 
ing and hear these lectures. They will 
precede the regular sessions. 


Papers to Be Discussed 


The program for the meeting is as 
follows: Friday 
of governors in the morning at 8:30 
o’clock. At 10 o’clock the regular ses- 
sions will begin—there will be calling 
of the roll, address by the president 
and a business session. The papers 
presented at the annual meeting will be 
discussed as follows: 

1. Paper by Franklin B. Mead of the 
Lincoln National, “The Evolution of Med- 
ical Selection and of Life Underwriting.” 

2. Paper by Percy Evans of the 
Northwestern Mutual, “Speculative Haz- 
ard in Large Policies on Account of Un- 
usual Conditions.” 

3. Paper by Arthur Hunter of New 
York Life, “Selection of Risks for Dis- 
ability and Double Indemnity Benefits.” 

4. Paper by W. O. Morris of the North 
American Life, “Some Suggestions Af- 
gecting the Financial Statements of Life 
Insurance Companies.” 

5. Paper by George Graham of the 
Missouri State Life, “Influence of the 
New American Men Table on Selection.” 

6. Paper by C. O. Sheperd of the Mis- 
souri State Life, “Payment of the Face 
of the Policy in Installments as a Total 
Disability Benefit.” 





Last Day Discussions 


Saturday—Informal discussion of the 
following topics: 

1. Provisions of life insurance agents’ 
contracts. 

2. Factors affecting the bases for 
price to be paid for reinsurance of entire 
business of another company, and salient 
features for reinsurance contracts. 

3. Group Insurance—its general prin- 
ciples, necessary safeguards and desira- 
bility. 

4. Considerations affecting amounts 
of new business a company should essay 
to write and profit and loss sources of 
large new business writings. 

5. The entry of life insurance com- 
panies into the business of accident and 
health insurance. 

6. Use of addressograph and book- 
keeping machines in life insurance work. 

7. Value of separate gain and loss 
exhibits for participating and non-par- 
ticipating insurance of a company. 

8. Allowance of disability benefits 
payable immediately on receipt of proof 
of diability. 


Program of Lectures 


The program of lectures is as follows: 

Dividends—John Melvin Lair, actuary, 
Connecticut General Life. 

Office Premiums—W. Nelson 
assistant actuary, The Travelers. 

Some Integrals Met with in Actuarial 


Bagley, 


Study—R. Montague Webb, actuary, 
Kansas City Life. 
Surrender Values—Percy H. Evans, 


actuary, Northwestern Mutual Life. 





‘THRIFT | WEEK'S PLANS 


LIFE INSURANCE PUBLICITY 





Association of Life Agency Officers 
Will Take Up the Work for 
the Companies 


The Association of Life Agency Of- 
ficers will cooperate with the Y. M. 
C. A. in popularizing Thrift Week 
campaign which will be repeated in 
January. “National Life Insurance 
Day” will be celebrated Jan. 19. Last 
year the companies were late in getting 
started but even at that they were able 
to circulate about 50,000 posters and 
800,000 leaflets. A more extended cam- 
paign is planned for next January. Last 
year the companies subscribed about 
$14,000 and about $3,000 was unused. 

The educational committee of the 
Association of Life Agency Officers, of 
which Winslow Russell of the Phoenix 
Mutual is chairman, will undertake the 
work for the benefit of the companies. 
It is suggested that the companies ar- 
range for intensive life insurance work 
during “Thrift Week.” Much pre- 
liminary publicity will be given so that 
the men will have the ground well 
prepared. 

The National Life Underwriters As- 
sociation undoubtedly will take official 
cognizance of the week and local asso- 
ciations will be asked to hold their 
meetings at that time and to cooperate 
with local publicity campaigns. Slides 
for theaters and electrotype copies for 
community advertising will be handled 
through the local underwriters’ asso- 
c‘ation. The slogan for “Life Insurance 
Day” will be “Buy more life insurance.” 
This will be followed by six intensive 
days, Jan. 24-29. Every agent will strive 
for an application a day for six con- 
secutive days, 


DECISION ON SUICIDE CLAUSE 


U. S. Supreme Court Holds Claims 
Must Be Paid if Contestible 
Period Is Passed 


WASHINGTON, D. C., Nov. 17.— 
The supreme court of the United States 
in a decision handed down Monday in 
two cases which, because of their simi- 
larity, were argued as one, decided that 
an insurance company can be held to 
its contract to pay death claims when 
the insured came to his death by his 
own hands, provided the contract made 
the policy incontestible after a definite 
period, and the suicide occurred after 
the expiration of that period. The 
court did not pass upon the direct ques- 
tion of whether, in general, a provision 
in a policy for payment of claims despite 
suicide was contrary to public policy, 
pointing out that this was a question 
for the various state legislatures and 
courts. 

The two cases decided those of the 
Northwestern Mutual Life vs. Isabel 
H. Johnson and National Life of Ver- 
mont vs. A. M. Miller, administrator. 
Both of the contested claims were for 
insurance on the life of George P. John- 
son, who committed suicide. In the 
case of the Northwestern Mutual policy 
the contract provided: “Or if within 
two years from the date hereof the said 
insured shall die in consequence of a 
duel or shall, while sane or insane, die 
by his own hands, and in every such 
case this policy shall be void.” 

The contract with the National Life 
provided: “This contract shall be in- 
contest‘ble after one year from the 
date of its issue, provided the required 
premiums are duly paid.” 

It was clearly shown that the suicide 
occurred after the periods specified and 
the supreme court held that there was 
no question of public policy, but only 
one of contract, about which there was 
virtually no dispute. 











OBJECTIONS MET WITH 


BY THE SOLICITOR 


Dr. Stevenson of the Equitable 
Has Changed Some of 


His Views 


SPOKE AT MILWAUKEE 





Some of the Wrinkles Agents Have 
to Meet When They 
Are Canvassing 


MILWAUKEE, 
Regular 


WIS., Nov. 16.— 
sessions of the Milwaukee As- 
sociation of Life Underwriters for the 
winter season were resumed with the 
largely attended under the 
direction of Manford W. 
McMillan, city manager of the Pruden- 
tial, and in connection with a luncheon. 
John A. Stevenson, third vice-president 
of the Equitable Life of New York, 
and Walker Buckner, second vice- 
president of the New York Life, were 
the guests of honor, Mr. Stevenson giv- 
ing a talk on the subject of “Meeting 
Objections,” in which he confessed that 
he had adopted some new views since 
his memorable talk on the same sub- 
ject at the Boston convention. 

President McMillan showed a gavel 
which had been awarded him as the 
result of the membership drive under 
the auspices of the national associa- 
tion, and reported that Milwaukee got 
sixth place in the drive, securing 141 
percent of its quota, 

The Milwaukee association decided 
to cooperate with the plan of holding 
one-day sales congresses in various 
cities for the instruction of under- 
writers. 


mecting 
President 


Answers to Objections 


Mr. Stevenson read portions of a 
letter he received that day from an 
underwriter in connection with his ef- 
fort to tabulate all standard objections 
of prospects and also the best forms 
of meeting these. An underwriter met 
a man who said “he was not ready 
now.” The agent handed the prospect 
a form, with the remark that he had 
a form for prospects who weren't quite 
ready, asking for the signature. The 
prospect was somewhat amazed, but 
read the form, which said: “I hereby 
agree to be alive and well three months 
from date.” The prospect smiled and 
signed an application. 

“I suppose if I tried that,” said Mr 
Stevenson, “the prospect would get 
hopping mad at me, but this man tells 
me he got three out of four of the 
‘not till later ons’ by the use of this 
method. 

Become Emphatic 

“T am changing my views on the 
methods of handling objections. I be- 
lieve that, depending on the prospect, 
it is wise to often become very em- 
phatic with them. Often is it well to 
admit the validity of the objection point 
blank, and then come along with a 
‘but,’ sometimes ignoring some of the 
points in the objection made. Of 
course, this method of card indexing 
objections and the best answers in- 
variably is open to the use of judg- 
ment and to variations. Otherwise, all 
one would have to do would be to 
hire a phonograph and put on the 
proper record that contains the answer 
to a given objection. 

“Sometimes, I think of late, it is 
even wise to utterly dodge an objec- 
tion. I used to oppose dodging en- 
tirely. 

Some Pecullar Obstacles 

“An underwriter wrote me the other 
dow that he ran into a new one which 
will bear telling. The prospect had 
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When the First Snow Flies 


the worry and work of production are 
over for the farmer. The yield of his 
land has been converted into his annual 
income. He is faced by two big invest- 
ment problems— 


He must invest to insure the 
upkeep and maintenance of 
his property. 


He must invest to insure the 
care and protection of his 
family. 


This is the first time since early spring 
that the farmer has had both time and 
ready capital. 


There is no better prospect than the 
farmer— 


There is no bett2r time than the 
present— 


There is no better company than— 


FARMERS NATIONAL 


Life Insurance Company 





FARMERS NATIONAL LIFE BUILDING 
3401 South Michigan Avenue 
CHICAGO, ILL. 




















been worked with difficulty to the point 
of filling out the application. This 
seemed to have been overcome, when 
the question as to his parentage came 
up. Being asked if his father was liv- 
ing, the applicant answered in the 
negative, but he would go no further 
into details. In the end it was found 
out that the man’s father had been 
hanged. As an aside, I want to ad- 
vise that the agent should look out for 
underlying objections such as in this 
case. Many have no insurance because 
of the stumbling block of such a fact 
in their life, but want it just the same. 
Well, the agent in this case satisfied 
the applicant fully by writing in the 
application that the father was killed 
instantly in a fall from a scaffold. 


High Place of Life Insurance 


“IT want you insurance men to realize 
the high place in life that you occupy,” 
continued Mr. Stevenson. “The other 
day two rich men met at a club and 
got to talking about the disposition of 
their fortunes. An insurance man came 
in and they jokingly told him of their 
subject and asked him what he would 
do about his ‘fortune,’ which they 
knew was not of any consequence, as 
they reckoned. To their astonishment, 
he replied that he was leaving fifteen 
millions of dollars to the community. 
They asked him if he thought he could 
‘kid’ them, and he answered very posi- 
tively that he was talking facts. 

“*VYou see,’ he said, ‘when I die, I 
will leave several hundred men in this 
community better off by fifteen mil- 
lions as the result of my work in 
insurance. I taught them thrift, too. 
I say there is no greater achievement 
than teaching thrift, and I will com- 
pare myself favorably with any rich 
man by leaving the community better 
off because of my work.’” 


Card Index System 


Mr. Stevenson advised all managers 
to adopt the card index plan of filing 
objections and proper replies, and said 
that the same idea is applicable to all 
manner of information needed in an 
insurance agency, especially by the 
younger underwriters. He pointed out 
that most insurance men save such pub- 
lications as the NATIONAL UNDERWRITER 
because of it containing some point of 
importance or methods, but to make 
these points really workable, an _ in- 
dexed system should and can very 
easily be made up for ready reference. 
He also advised sending questionnaires 
on certain points to every member of 
an insurance organization, whether na- 
tional, state or local, and then tabulate 
the replies. 


People Are Shoppers 


One of the chief sources of objections 
at this time, when there is so much 
discussion about conditions, he said, 
was due to change in buying habits. 
“People are naturally shoppers,” he 
stated, “and this is more the case now 
than in rosy times. The task is to 
swing the prospect from a shopping at- 
titude to make him amenable to sales- 
manship which is now required more 
than ever before. 

“Most objections are really signs of 
interest. I’d rather fight with a man 
any day than to have him sit there and 
simply refuse to say a word in reply.” 


Committee to Make Surevy 


At the recent meeting of the insur- 
ance committee of the United States 
Chamber of Commerce it was agreed to 
make a survey of the conditions regard- 
ing business insurance. It was felt that 
the business men of the country should 
have more information on this subject. 
The subject of group insurance will also 
be investigated. The life insurance 
members of the committee are: Vice- 
President M. T Cleary. Northwestern 
Mutual Life and Vice-President Henry 
Moir of the Home Life. Charles N. 
Young has been apnointed actuary of 
the denartment. He has been chief engi- 
neer of the National Workmen’s Com- 
pensation Service Bureau. 





DEFEAT AMENDMENTS 


METROPOLITAN’S GOOD WORK 





Proposals Voted on in Pacific Coast 
Were Regarded As Menace to 
Public Health 





The Metropolitan Life recently con- 
ducted a very thoroughgoing campaign 
to defeat proposed amendments to the 
constitution in California and Oregon, 
on which the people voted Nov. 2. The 
amendments were defeated in both 
states. They related to the public 
health, and as those who are interested 
in the public health looked at it, they 
meant that the two states opened them- 
selves wide to the danger of the spread 
of any form of epidemic that might 
break out. They were called “anti- 
vaccination amendments.” The one in 
Oregon read as follows: 


Proposals Voted Upon 


“No form of vaccination, inoculation 
or other medication shall be made a 
condition in this state for admission to 
or attendance in any public school, col- 
lege, university or other educational 
institution; or for the employment of 
any person in any capacity, or for the 
exercise of any right in the performance 
of any duty or the enjoyment of any 
privilege.” 

The proposal in California was this: 

“No form of vaccination, inoculation 
or other medication shall hereafter be 
made a condition for admission to or 
attendance in any public school or other 
institution, or for the employment of 
any person in any public office.” 


Important to Life Companies 


The fate of these amendments was 
believed to be of the greatest conse- 
quence to life insurance companies do- 
ing business in those states as well as 
to the general welfare of the commun- 
ities irrespective of life insurance. 
President Fiske of the Metropolitan, 
Dr. Frankel and other officers of the 
company were in California in midsum- 
mer holding triennial conventions. They 
saw the situation, realized its impor- 
tance and decided to initiate a campaign 
against the amendments. Dr. Frankel, 
third vice-president of the Metropolitan, 
made a second trip to the Pacific Coast 
and initiated a campaign to arouse pub- 
lic sentiment, and held meetings at- 
tended by all superintendents in the 
state, at which the campaign was out- 
lined. He conferred with health author- 
ities and representatives of civic bodies. 
Dr. Dublin, statistician of the Metro- 
politan, went there also as well as to 
Oregon, and assisted in the preparation 
of literature. Dr. Fleisher, assistant 
secretary of the Metropolitan, spent the 
month of October on the coast in active 
work on the campaign with Assistant 
Secretary Ernest H. Wilkes, manager 
of the Pacific Coast head office, and 
Superintendent of Agencies Galt, the 
latter working effectively with the 
Metropolitan men throughout the two 
states. 


Publicity Campaign Launched 


A publicity campaign was started. 
Chambers of commerce, boards of 
trade, Rotary clubs and other bodies 
interested in the welfare of the com- 
munity were appealed to in public ad- 
dresses and through correspondence. 
The men from the home office visited 
all the districts in the two states. As- 
sistant Secretaries Wilkes and Fleisher 
addressed the men, explained the sig- 
nificance of the proposed amendments, 
the possibilities of their effect on health 
work of all agencies if they passed, gave 
them statistics as to smallpox in places 
where vaccination does not prevail as 
compared with places where it is almost 
universal, published circulars in four 
languages, English, Italian, Spanish and 
Portuguese, prepared blanks for policy- 
holders to register a straw vote, an 











st 





November 18, 1920 


in every possible way worked to arouse | 


the people. 


Many of the Metropolitan superin- | 


tendents devoted a large share of their 
time to impressing on the agents and 


not less on leading business men with | 


whom they came in contact the neces- 
sity of presenting the case to the people 
so that they would understand it. In 
short, the entire Metropolitan staffs in 
these two states, with all the other 
agencies they could enlist, were going 
strongly against the proposed amend- 
ment. The Oregon amendment was 
defeated overwhelmingly. 


Results Are Interesting 


In California very interesting results | 
of the campaign are disclosed by the re- | 


turns. A good many amendments were 
voted on in that state. Some of them 
were killed by small majorities and some 
of them passed. But the vaccination 
amendment was defeated by a majority 
of about 80,000. The Metropolitan men 
in the Pacific Coast states who had a 
part in the campaign believe that the 
so-called medical amendments would 
have passed if it had not been for their 
activities with their 300,000 policyhold- 
ers in October. 


LOW LAPSE RATIO IS 
SHOWN BY RECORDS 


(CONTINUED FROM PAGE 2) 

tion later in life,, hence they discount 
the increase that promotion will bring 
and spend to the limit today. This 
being true, the salaried manager lacks 
the personal ability to safeguard policy- 
holders’ interests by financing their tem- 
porary needs, as is often done by a 
general agent. 

Recently an actual example of this type 
of service came to my notice. A policy- 
holder was in Europe on an important 
business mission, the 31 days’ grace of 
his premium was about to expire. The 


general agent sent him a cablegram and | 


received one in return which saved the 
policy from lapse. That cablegram cost 
the general agent $8.49. It was more 
than his collection fee on that particular 
premium, but it was a service made 
possible by the general agency system. 
If the salaried cashier, who under the 
centralized system is responsible for col- 
lections, should be allowed sufficient 
responsibility to pursue a similar course 
on his own initiative, the transaction 
would still lack the keen judgment of a 
vital self-interest. Hence the branch 
office system more frequently causes 
financial loss to the company and a 
larger percentage of terminations as 
well, 
General Agent Is Business Man 


The general agent is a real business 
man who has an incentive and a free 
opportunity of expressing himself in his 
work. To the man of real 
latent—power how much more attrac- 
tive and challenging to the best in him 
is the task—all his own—of developing 
initiative and push to run a general 
agency. The fact that a general agent 
is entrusted with so great a respon- 
sibility is the very thing that awakens 
a sharp response in a determined man. 

The outstanding feature of the de- 
centralized system is __ self-reliance, 
which properly interpreted means 
strength. Whereas, the dominant char- 








even if | 





acteristic of the centralized system is | 


dependence, which properly interpreted 
means weakness. 

When we have secured sufficient ac- 
curate knowledge of standard costs and 
current percentages of waste—facts 


which we are bound to have in time | 


because of the quiet, patient search for | 


the truth, which this association is mak- 
ing, there will result a survival of the 
fittest and there is every indication that 
the survivors will be the general agency 
System. 


New England Mutual’s Pian 
_There are several underlying condi- 
tions which contribute to low termina- 
tion under either system of agency man- 
agement. The first depends almost en- 
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YOUR TERRITORY 


—Can You Work All of It? 





Suppose the square to the left represents your terri- 
tory, and that 100,000 people of insurable age 
reside in it. 











Then suppose that 50% are women. Unless you 
can write women, it would be as though your 
territory were cut in half. Lincoln Life Agents 
can write women at the same rates as men. 


































































































And again, suppose that 10% of the people in your 
territory are overweight or have some slight 
physical impairments. Your territory would be 
still further cut down unless you could write such 
risks. Lincoln Life Agents can write many 
of them. 































































































Then again, if another 5% of these people were 
engaged in such occupations as railroading, 
mining, electrical work, etc. It would be the 
same as though another slice had been takea off 
your territory, unless you could write such risks. 

























































































Lincoln Life Agents can write them. 

















When You x ur Swi mr@uincown) You Can Work in 
100% of Your Territory 
The 


Lincoln National Life Insurance Company 


“Its Name Indicates Its Character” 
LINCOLN LIFE BUILDING FORT WAYNE, INDIANA 
NOW MORE THAN $150,000,000 IN FORCE 
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tirely upon what your agents resolve to 
do and how they go about it. 

One of the best elements of char- 
acter is pride in good and thorough 
work. Therefore, you should eliminate 
men who cannot be brought into full 
sympathy with company ideals and re- 
quirements. Agency officials must train 
their men to select business at the 
source, and also constantly emphasize 
the value of conservation. In our com- 
pany this is done through monthly let- 
ters which record the actual results 
from month to month and finally a com 
plete summary at the close of the year. 


Mutual Understanding 


Second: The value of mutual under- 
standing and cooperative effort has been 
demonstrated in recent years as never 
before. For your further information 
may | add that our home office takes 
all its representatives into intimate con- 
fidence on all matters relating to the 
company's interests or their progress. 
Experience proves this to be a method 
that is not madness, but a releasing of 
knowledge that is powerful in securing 
durable satisfaction. 
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THE NATIONAL UNDERWRITE a 


1920 


November 18, 





Our constant endeavor is to make our 
representatives feel that they are not 
bits of machinery to be treated as such, 
but members of one big team, all of 
whom must pull one way if they and 
their company are to succeed. 

Eliminate Red Tape Methods 


Thirdly: The 
tape methods, a square deal policy and 
the establishing of a_ sort of free 
masonry between the members and their 
company in all business relations are 
important factors in low termination, 
and a valuable asset that all companies 
should endeavor to acquire. 

The rewards that go with 
there is poor 
tion, crude and inefficient cooperation 
and too little attention paid to improv 


quality 
selec- 


| ing the personnel of general agents or 


salaried managers and their associates. 





The Chicago Life Insurance’ Field 
Men's Club will meet Nov, 30. Secretary 
«. W. Olson of the Illinois Insurance 
Federation will tell something about the 
work of that organization. Talks will 
be made by J. H. Miles, Union Central; 
J. W. Caldwell, New England Mutual, 
and F ’. Taylor of the Northwestern 
Mutual, 


eliminations of red | 





| eral agent of the Actna Life, 


| brought before the license court so that 





LICENSE LAW YET SLUMBERS 





Chicago Cases Set for Trial This Week 
Are Now Found to Have Been 
Non-Suited 


The cases which were have come 
up in the license branch of the Chicago 
municipal court on Monday for viola- 
tion of the insurance broker's license 
ordinance are now found to have been 
non-suited on Oct. 18, the original date 
for which they were scheduled. The 
cases were against Fred B. Mason, gen- 
and Harry 
A. Davis and J. D. Taylor, brokers, 
who place business with Mr. Mason. 
On Oct. 18 it was reported that their 
cases had been continued, but it was 
learned at the prosecuting attorney's 
office this week that they had been non- 
suited on that date. 

With these cases dismissed the pos- 
sibility of putting the ordinance to a 
test before the end of this year appears 
remote. The majority of insurance 
men would like to see a real case 
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they could determine just what strength 
the ordinance will have. Thus far it 
appears to be a failure so far as the 
attaining of the purpose for which it 
was intended is concerned. The city 
authorities are conscious of the fact 
that there are thousands of insurance 
men in Chicago, who come under the 
ruling, still without licenses. Unless 
they make some serious effort to prose 
cute these men the insurance fraternity 
will continue in its attitude of regarding 
the ordinance as a joke 

There have been no new suits sched 
uled on the license court docket since 
the cases which were cited last month 
and then dismissed. The insurance men 
seem to have accepted this action as 
the court’s interpretation of the valid 
ity of the ordinance. The city author- 
ities term the dismissal of the case a 
“mistake.” They say that they were 


non-suited without the proper author- 
ity. Assistant Corporation Counsel 
Cressy declared emphatically several 


weeks ago that the ordinance would be 
enforced, if necessary to the extent of 
taking future cases to the supreme 
court, but thus far the ordinance re 
mains very much unenforced and thers 
does not appear to be a great deal of 
activity among those who are charged 
with seeing that it is upheld. 
REGULATIONS ON BROKERAGE 
Vice-President Buckner of the 
York Life Emphasizes the 
Rule to Agents 


New 


Vice-President Thomas A. Buckner 
of the New York Life sends out a warn 
ing. to the agents of that company, 
reiterating the rule regarding the pay 
ment of commission to others for se 
curing or helping to secure applications 
Mr. Buckner speaks as follows: 

Every agent under contract with the 
New York Life is hereby again instructed 
that whenever he gives any portion of 
his commission, or any other considera- 
tion, to an agent of another company, or 
a broker or other person, for procuring 
or aiding in the procurement of insur 
ance, or an application therefor, through 
our agent, the facts must be fully re 
corded with the company when the ap 
plication is submitted, on the forms 
provided for that purpose by the com- 
pany. And the laws relating to licenses 
must be fully complied with. 

The reiteration of these instructions 
seems necessary because some agents a 
long time in the service have been found 
guilty of gross violation of these rules 
Penalties have been inflicted from tims 
to time on such agents. The company 
recently found it necessary to inflict se 
vere penalties upon several old agents 
In one case the agent's Nylic business fot 
the past five years was reduced 25 per 
cent on this account. In another case 
the agent although a Nylic of some 
years’ standing was dismissed from the 
company’s service. The rule is so im 
portant to the company and to its great 
body of honest agents who faithfully 
and conscientiously comply with the 
rule, many refusing point-blank to ac 
cept business from agents of other com 
panies, or to pay any consideration to 
anyone for aid or help in securing busi 
ness, that we now find it necessary to 
reiterate the rule and say that the next 
agent found guilty of a breach of th 
rule after this warning, no matter how 
important he may be in our organization 
nor what volume of business he pro 
cures, will be summarily dismissed from 
the company. ° 

Don’t jeopardize your entire futur 
with the New York Life and all you! 
Nylic interest by trying to cheat the 
future through Nylic or otherwise. Pla)» 
the game square. You expect us to do 
so. We expect every agent to do the 
same. 





Guaranty Life Entertains Agents 


Agents of the Guaranty Life ot 
Davenport, Ia., and their ladies wer 
entertained at a banquet in Des Moines 
Saturday night by General Manag 
Lee J. Dougherty of the home office 
J. A. Blum, general agent in Des 
Speeches 


rad 


Moines, was an assistant host. 
and entertainment made the evening 
profitable as well as enjoyable. 
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LIFE MEN’S BIG TASK 
IS NOW BEFORE THEM 


President Thorp of Life Under- 
writers Association Strikes 
Note of Warning 
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UNITED ACTION REQUIRED 


America’s Needs Must Be Met and Life | 
Values Be More Adequately 
Protected 


Orville Thorp of Dallas, Tex., presi- | 
dent of the National Association of Life | 
Underwriters, in his talk before the | 
Life Agency Officers Association at 
Chicago last week, stated that he in- 
tended to give practically all his time 
during the year to association work. 
He feels that the life men of the coun 
try are confronted with a gigantic task. 

Life insurance salesmanship has been 
forgotten or at least suspended during 
the last two years. A vast volume of 
business has been written. It has come 
very easy. There has been a tre- 
mendous demand for life insurance. 
It did not require much salesmanship to 
get signatures on the dotted lines. New 
men who have been brought into the 
business have not been properly trained 
to meet difficult tasks. So far as life in- 
surance is concerned, Mr. Thorp said, 
it is changing from a buyer’s into a 
seller’s market. More _ salesmanship 
will be required. The vast volume of 
business that has been written, in his 
opinion, has not been properly written. 
It will require heroic measures to con- 
serve it. Life insurance men have be- 
come flabby because their salesmanship 
functions have not been brought into 
play. 

President Thorp said that in order | 
to properly cover the life values of 
America it will require salesmanship | 
of the highest caliber. It is not a boy’s | 
job. 


Want Unity of Action 
The National Association of Life | 
Underwriters is therefore urging the 
companies to get their men in the local 
associations so that there can be a 
unity of action. The National asso- | 
ciation has prepared a year’s program 
for the local bodies, giving them ample 
material for their meetings during the 
year. It is a big constructive piece of 
work and should grip the attention of 
every live, full-blooded salesman who 
is carrying a rate book. The biggest 
thing that the National association has 
ever done is the determination to stand- 
ardize programs and furnish texts and 
ideas for local associations. The pro- 
gram for this year is a big one and no 
life insurance man can afford to be out 
of touch with his local life underwriters 
association. 


Twisting of Policies 

President Thorp said that the Na- 
tional association is definitely committed 
against policy twisting. There is too 
much business to be written today for 
life men to be disturbing that which 
has been written. Mr. Thorp is em- 
phatic in his denunciation of those 
agents who tear down what some other 
agent has built up. He referred to the 
fact that in Chicago there are perhaps 
eight or ten professional twisting offices 
who never initiate any business but who 
make a good living by disrupting life 
imsurance that has already been placed. 
[hey are poisoning the life insurance 
waters. Mr. Thorp said that the life 
insurance field needs to be rid of its 
“knockers” and those that are attempt- 
ing to disturb existing policyholders. 


Conservation of Agency Forces 
Furthermore, Mr. Thorp said that 
the National association is strong for 
(CONTINUED ON PAGE 22) 





































Getting the Close-Up View 


It is a big advantage to a life man to be able to know 
his company thoroughly, to be fully satisfied as to the 
spirit and ambition of the directors, the capability of 
the management. It is possible to get an intimate, 
correct and thoroughly comprehensive view of a com- 
pany of the size and make-up of the 


Peoples Life of Frankfort, Ind. 


Its agents know this company as they do their own 
families. They know its home office folks and their 
ideals. They are well acquainted with the Peoples 
Life from stem to gudgeon. 


That is the reason its agents go forth with confidence 
and enthusiasm as its standard bearers. 


Write the Company for a general agency in 
Illinois or Ohio 





PEOPLES LIFE 


Insurance Company 
Frankfort, Ind. 
A. A. LAIRD, President E. O. BURGET, Secretary 


Operating in Illinois, Indiana 
and Ohio 
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Standardized Programs 


Tue NationaL ASSOCIATION OF LIFE 
Unperwriters has taken a forward step 
in providing local associations with a 
standard program for monthly meetings. 
The great trouble with many local asso- 
ciations has been the loosely jointed pro- 
grams resulting in meetings that were 
not of great value to the members. In 
other words, agents attending these meet- 
ings did not go back to their work with 
the idea that they had a great mission 
before them and a wonderful sales pro- 
gram to put into effect. They did not 
gather constructive ideas that would help 
them in their daily tasks. 

Under the program as announced by 
President Orvi_tLE THorp every local as- 
sociation can now devote its attention to 
constructive, well thought out subjects 
with a skeleton analysis of each. All the 
local association has to do is secure its 
speakers and put the machinery into mo- 
tion. The lines of approach to these 
various subjects are laid out. Further- 
more, a standard pronouncement or essay 
will go to every local association wherein 
some one well informed and thoroughly 
competent will present the best thought 
on the topic at hand. This will serve as 
the text for the meeting. 

The National Association should have 


the support of the companies in its am- 
bitious scheme. It is endeavoring to mar- 
shal the life insurance hosts of the coun- 
try into a solid phalanx of workers who 
are to meet the demands of the day. As 
President THorp has pointed out, there 
is represented in life values unprotected 
about $207,000,000,000. In other words, 
with the vast amount of life insurance 
in force, but a small portion of life values 
is covered. 

It is the men and women themselves 
that create wealth. It is what they do with 
their brains and hands that amounts to 
something. While they are .living and 
in good health, they are contributing much 
to the welfare of themselves, their fam- 
ilies and the country. Their lives are 
worth something. They are a construc- 
tive force. All that has been accomplished 
for civilization is due to men and women 
who were alive. 

The NatTIonAL AssocIATION OF LIFE 
UNDERWRITERS in producing a program 
of constructive work has made a strong 
appeal to the insurance folks of the coun- 
try. Every life insurance man should be- 
come identified with his local under- 
writers association, put his shoulder to 
the wheel and equip himself for the big 
task ahead. 


Policies for Specific Needs 


Dr. Joun A. Stevenson, third vice- 
president of the EguirasBLe Lire of New 
York, in a talk before the AssocrtATION 
or Lire AceNcy Orricers brought out a 
point that life agents can well use. Dr. 
STEVENSON declared that agents that sim- 
ply sell so much life insurance in a lump 
sum without regard as to how it will be 
applied by the assured to a particular 
purpose, expose that line of insurance to 
danger of lapse. 

Dr. StTEvENSON said in his talk that 
when life insurance is sold, it should be 
sold for some particular purpose in mind. 
For instance, if a $5,000 policy is taken 
out, the agent should impress on the 
mind of the assured that such contract 
is taken out for the benefit of his wife. 
Another may be taker out for the benefit 
of a child or a mother. Another may be 
taken out for the benefit of a child’s edu- 
cation. Another may be taken out to 
protect the family against a mortgage or 
other obligation. Another may be taken 
out to provide an old age pension. An- 
other may be taken out to meet some 
obligation in the future. 

The point that Dr. Stevenson stressed 
was that a man’s insurance could be di- 
vided into separate items and so much 


allotted to each part of the program. 
When it comes to lapsing insurance the 
agent can then go to the assured and 
inquire with considerable solicitude 
whether he intends to lapse this par- 
ticular policy that is to be devoted to his 
child’s education, to his own old age or to 
provide monthly benefit for his wife. If 
a man is carrying $25,000 in a lump sum 
without regard as to how it is to be ap- 
plied, it is much easier for him to say 
that he only desires to carry $15,000 and 
therefore lop off the $10,000. The $10,000 
is not fixed in his mind as applying to 
any specific benefit. If, however, the 
agent can go to the assured and urge 
him not to cut out $5,000 that he took out 
for his child or another $5,000 for his 
old age, the assured then can visualize 
just what the lapse means. 

This form of solicitation or arrange- 
ment of a man’s insurance makes it very 
clear in his mind that he has a definite 
program ahead of him and has specific 
obligations to take care of. 


“A coop office boy can always tell from 
the look of visitors whether his boss 1s 
in or out.” 














It took A. D. Engelsman, general 
agent of the Equitable of New York at 
Oklahoma City, some fifty years to find 
out he is a native-born American citi- 
zen. He made that discovery during a 
trip to Austria, from which he has just 
returned. When he learned he was not 
born in Austria, he had to exchange a 
basketful of Austrian kronen for a few 
good American dollars and buy a big- 
ger hat, he says. 

Engelsman went to Austria to visit a 
sister whom he had not seen since be- 
fore the war began in 1914. Though 
she once was the wife of one of the 
wealthiest men in Vienna, the purchas- 
ing power of the krone has fallen off 
to such an extent and the income tax 
has grown to such proportions that her 
income now is scarcely sufficient to 
meet modest expenses. 

“Prices have increased in Austria and 
Germany to many times the pre-war 
scale,” Engelsman said. “But salaries 
have not increased in proportion. The 
American dollar can buy much more in 
Germany than in the United States. Al- 
though a hotel room in Germany costs 
about six times as much in German 
money as it did in pre-war days, it 
costs only about one-third as much in 
American money. A room in one of the 
best hotels in Germany costs 40 cents a 
day in American money. 

“The people have lost hope, and with 
hope they have lost their old standards 
of morals and ethics,” he added. “They 
are completely demoralized, and, I hate 
to say it, but I don’t believe there is 
today a man in Central Europe who 
cannot be bought.” 


There is romance still in the great 
Northwest. J. A. Clark, representing 
The Travelers at Winnipeg, two weeks 
ago found plenty of excitement as well 
as business, all in a day’s work. Ar- 
riving at Wadena, Saskatchewan, Tues- 
day noon, he had closed $40,000 new 
life before calling it a day at 11 p. m. 
At 3 a. m. he was awakened to find 
the main business street of the town 
burhing up. He was pressed into serv- 
ice as a fireman and added his help in 
saving half the town. Instead of this 
calamity preventing him from writing 
more business, by Friday night, in con- 
nection with Local Agent J. D. Couch, 
he had closed thirteen applications for 
$132,000 regular insurance—no_ term. 
With such spirit, no wonder the Winni- 
peg office trebled its business during 
Canada’s most trying days of the war 
and has since been breaking all records. 


John L. Nash of Norwich, N. Y., dur- 
ing his first eighteen days in the insur- 
ance business as a representative of the 
Travelers, sold $50,000 of life insurance. 


Donald M. Forsyth, 23 years of age, 
has been appointed insurance commis- 
sioner of Wyoming to succeed his 
father, Robert B. Forsyth, who resigned 
recently to become vice-president of the 
newly organized Mountain States Life 
of Denver. Mr. Forsyth has been con- 
nected with the department for a num- 
ber of years under his father and, 
while he is undoubtedly the youngest 
insurance commissioner in the United 
States, he comes to the office with an 
experience which will be of value to 
him. 

Hamilton Cooke, dean of the agency 
force of the New York Life, died Nov. 
10. He had attended the agency meet- 
ings for the last 25 years. Mr. Cooke 
was located at St. Louis, Mo., as in- 
spector of agencies of the southwestern 
department. Vice-President Thomas A. 
Buckner in speaking of him said: 

“Mr. Cooke began his career with 
this company Jan. 1, 1888, as an agent 
in Texas. Later on he became one of 
the company’s leading general agents 
in Arkansas and Indian and Oklahoma 
Territories. After the discontinuance 
of the general agency system he was 





PERSONAL GLIMPSES OF LIFE UNDERWRITERS 








supervision of the company’s 


given 
agency work in that field with Texas 


added. In February, 1897, he was ap- 
pointed director of southwestern agencies 
with headquarters at Dallas, Tex. He 
was subsequently appointed inspector of 
agencies with headquarters first at 
Dallas, Tex., and later at St. Louis, 
Mo., the headquarters of the new south- 
western department. 

“No man connected with the company 
was more thoroughly imbued with the 
spirit of life insurance as a great eco- 
nomic missionary movement. He ideal- 
ized his business, and was practical in 
his idealism. The protection of the wife 
and children through life insurance was 
a duty second only to a man’s religious 
duties. He instilled these views into 
the mind and soul of every agent in his 
department. He inspired his associate 
inspectors of agencies and agency di- 
rectors throughout the country with 
the same lofty spirit. By his death the 
company and the whole New York Life 
organization have lost a loyal, efficient, 
faithful leader, co-worker and friend.” 


Senator Tom F. McMechan of Okla- 
homa City, Okla., was the leading pro- 
ducer of the Mid-Continent Life of 
Oklahoma in October, his personal pro- 
duction being $307,500. He secured an 
application for $100,000 from a promi- 
nent man in Oklahoma City. Vice- 
President Edwin Starkey says about 


“Tom F. McMechan is truly a man 
who does not live unto himself; be- 
lieves and practices the doctrine of 
scattering sunshine, helpfulness to his 
fellow man, and lives a life of unselfish- 
ness. Coupled with all these desirable 
characteristics is his indomitable will 
and energy when he starts forth on an 
undertaking. He believes in what he 
is doing or he would not do it; he 
believes in that which he is selling or 
he would not sell it. His whole soul 
belief in the principles and merits of 
life insurance are so much a part of his 
very self that it is no wonder that he 
leads in the profession. He does his 
own thinking and planning and success 
follows by reason of an energetic exe- 
cution of that program. Senator Mc- 
Mechan takes on none of the exclusive 
and selfish severity which sometimes is 
the disagreeable accompaniment of suc- 
cess, but retains all the gentleness and 
generosity which makes him the friend 
of all who know him.” 

Maj. A. E. Tuck, assistant secretary 
of the Equitable Life of New York, is 
in a happy mood these days because 
of the arrival at his home of a baby 
girl. Mr. Tuck now has two daughters. 


C. G. Price of Little Rock, Ark., head 
of the Arkansas agency of the Union 
Central Life, has brought his agency up 
to fourth place among the 79 general 
agencies maintained by the company, 
with over $5,000,000 paid-for business 
for 1920 up to date. At the present 
rate the Arkansas agency will pay for 
more than $6,000,000 for 1920. In Sam 
K. Walton and Allen Gates, Jr., Mr. 
Price has the first and second ranking 
salesmen in the entire organization, in- 
cluding over 3,500 men, which is a 
decided distinction for the agency, as 
well as speaking volumes for the pros- 
perity and thrift of the people of 
Arkansas. 


Vice-President Walter C. Faxon of 
the liability and accident department 
of the Aetna Life died last week. Mr 
Faxon devoted almost his entire energy 
and ability to the development of this 
important branch of the Aetna Life. 
He organized the department when he 
went with the company in 1891. Mr. 
Faxon had been with the Travelers at 
that time. He was elected assistant 
secretary of the Aetna Life in 1895, 
secretary in 1902 and became vice-presi- 
dent in 1905. In 1908 he was made vice- 
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1894—1919 


STATE LIFE 


INSURANCE COMPANY 


INDIANAPOLIS 





ALMOST 


NINETEEN MILLION DOLLARS IN SECURITIES 


($18,458,500.00) 


Deposited with the Auditor of State for the Sole Protection of Policyholders 
More than $1,750,000.00 Above the Amount Required by Law 





PROGRESSIVE CONSERVATIVE ““FLU”’ PROOF 


The Growth of Oak—The Solidity of Granite 





On Agency Matters Address, CHARLES F. COFFIN, Vice-President 
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Mutual Life of Illinois 


HOME OFFICE 
SPRINGFIELD, ILLINOIS 


An Old Line Legal Reserve Life Insurance Company 


A Company of Service 


Service to Policy Holders Service to Agents Service to the Public 


Operators under the “Famous” Registration Act which requires the 


reserve on every policy issued to be deposited and held in 
Trust by the Insurance Department of the State 


Live Up-to-Date Policies Ordinary Life Limited Payment and Endowments 


G. C. ROCKWOOD, Vice-Pres. 





H. B. HILL, President 





A few good openings for good live producers in Illinois. Correspondence Invited 
DR. J. R. NEAL, Sec. 
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president and director of the Aetna 
Accident & Liability, which is now the 
Aetna Casualty, and in 1913 a director 
of the Automobile of Hartford. Mr. 
Faxon held policy No. 10 in the acci- 
dent department of the company. When 
he first went with the Aetna Life its 
premiums were $40,000 a year in the 
accident branch. It was due to Mr. 
Faxon’s splendid personality, ambition 
and intelligent direction of its activities 
that the splendid accident department 
of his company was built. 


Howard H. Keep, for more than 50 
years a home ofhce employe of the 
Phoenix Mutual Life, died at his home 
in Hartford Monday. He entered the 
employ of the Phoenix Mutual in 1866 
as an office boy, at a time when the 
clerical force numbered eight persons. 


| 


| 
! 


Mr. Keep moved in succession up the 
ladder of the company and in time be- 
came the head of the renewal writing 
and record card section. His 50th an- 
niversary was celebrated in July, 1916. 


James R. Duffin, president of the In- 
ter-Southern Life of Louisville, who 
was injured by a fall at his new home 
near Cherokee Park, is rapidly improv- 
ing and will be out in a few days. He 
is still confined to his home. 

The International Harvester Com- 
pany purchased 146 acres of land at 
Fort Wayne, Ind., and will erect on it 
the largest truck plant in the country. 
The Fort Wayne citizens agree to erect 
1,000 houses. The Chamber of Com- 
merce chose 
manager of the Lincoln National Life, 





Ambitious, productive and Trustworthy Life Agents 





may be BENEFITED by corresponding with the 





Ww. D. WYMAN, President 


Berkshire Life Insurance Company 
Of Pittsfield, Massachusetts 


Incorporated 1851 


New Policies with modern provisions 
Attractive literature 


W. S. WELD, Supt. of Agency 
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BY 
THE GEM CITY LIFE INSURANCE CO. 
OF DAYTON, OHIO 


Write the Home Office for further particulars. Here's an opportunity for a 
good man to get in on the ground floor with a progressive 
young Ohio company 








Arthur F. Hall, general | 


to take charge of this work and name 
his own committee. He organized the 
Greater Fort Wayne Development 
Company with a capital of $1,000,000. 
The money was all raised in a few days 
and the work is well under way. Mr. 
Hall was recognized as the man who 
could put the deal over in a big way. 


J. C. Miller, agent of the Franklin 
Life of Springfield, Ill, at Kearney, 
Neb., originated a unique piece of ad- 
vertising for his company that brings 
the Franklin Life into 
Kearney has about 10,000 people and 
is situated on the famous Lincoln high- 
way. He devised the scheme of using 
the most prominent boulevard of the 
city at the intersection of its continental 
highway and the federal road to Pleas- 


anton for floral display of the com- 
pany’s name. The words, “Franklin 
Life,” are formed in letters four inches 


above ground, two and a half feet wide 
and the name is 20 feet long, placed 


diagonally across the boulevard. It is 
easily read by all travelers. Before 
placing the advertisement, Mr. Miller 





. | 
prominence, 


| wide 


| with 


qbtained the consent of the mayor as | 


well as the property owners on either 
side of the boulevard. The foliage is 
knowy as “Joseph’s Coat,” botanically 
it is alternanthera. It remains green 
during the summer, but turns a bril- 
liant red in the autumn. After a heavy 


37,005 PEOPLE 


wrote to us last year and asked for an illus- 
tration of our “Income for Life” at their age. 
This valuable lead service explains why our 
1919 business showed a gain of 81 per cent. 
The Fidelity operates in 40 states. Full level 
net premium reserve is. Insurance in 
force over $173,000,000. Faithfully serving 
insurers since 1878. 

A fea agency openings for the right men. 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
WALTER LE MAR TALBOT, Pres. PHILADELPHIA 


























, Low participating rates; 


WILLARD E. KING, Vice President and Manager of Agencies 
4 Home Office: BAY CITY, MICHIGAN 


doubl 


ONLY RURAL OLD LINE COMPANY 


ipating indemnity insurance; shortest, 
cleanest policies in the world; complete protection disability clause. 


| THE AGRICULTURAL LIFE INSURANCE COMPANY OF AMERICA 
FRANCIS F. McGINNIS, President, General Counsel and Founder 


We are writing at the rate of six millions a year and have a particularly attractive proposition for 
men with clean records who can deliver the goods—as General, State or District Agents 


FRANKLIN A. BENSON, Secretary and Superintendent of Agents 























| Standard Life Insurance Company 


HOME OFFICE, DECATUR, ILLINOIS 


All we ask is an opportunity to show to 
the up-to-date Agent either part time or 
whole time that we have the best proposi- 
tion and opportunities for his future success. 


Address the Company at once tor agency con- 
tract and territory. 
arranged for where conditions justify it. 

Company operates in Michigan, lowa, Illinois 
Nebraska, Kansas, Oklahoma, Missouri and Indiana 


Salary and expense allowance 





Approximately $35,000,000 insurance in force. 


























THOMAS J. OWENS, President 


Capital, $200,000 


of Indiana who believ: 
build « real life insurance company. 





NO ORGANIZATION EXPENSE 


CENTURY LIFE INSURANCE CO., 


All of the stock is held by « few substantial business men Managed by men experienced and familiar with all de- 


e in the ability of the management to partments of life insurance work. 


We offer agents experienced Management, superior policy contracts, 
choice territory, progressive field and home office methods and an 
old-fashioned general agency contract that means money. 

If you want to be affiliated with an institution that has real red blood in its veins---that has all the elements of growth and permanency-— 


Tell us where you want to work 


CLAUDE T. TUCK, Seeretary 
Occidental Building 
INDIANAPOLIS 

Surplus, $100,000 








| trained would do. 


|} sum 





from other companies banded together 
in an endeavor to thwart Mr. Miller in 
his advertising design. They had an 
ordinance passed prohibiting advertis- 
ing of any business on public ground. 
Mr. Miller, however, is holding his 
ground, contending that he received the 
consent of the city authorities and prop- 
erty owners before the ordinance was 
passed and therefore it cannot be 
retroactive. 

Judge W. H. Crum, chief clerk in the 
state insurance department of Illinois, 
is being urged by many of his friends 
to seek the appointment of insurance 
superintendent. Judge Crum has been 
with the department for a number of 
years in various capacities. He has a 
knowledge of the business and 
duties. He is acquainted 


supervisory 
insurance men throughout 


many 


the country. 


MANAGER’S PART IN TRAINING 
(CONTINUED FROM PAGE 2 

Now let’s see what the man who is 
He would find that 
the man had a $7,000 mortgage; he 
would also find it would be desirable to 
have an income for the prospect’s wife; 
this could be tied up with a pension or 
an old-age fund for himself. He might 
show the prospect the desirability of 
an educational policy of $4,000 each for 
the son and for the girls, and a general 
policy to clean up outstanding expenses. 
This might amount to $6,000. This 
would total approximately $20,000 in- 
surance. This salesman is trained to 
fit the case to the prospect’s need. He 
would tie up each insurance policy with 
a need which that prospect recognizes. 

Untrained Man Has No Argument 


Suppose a year later the prospect 
says: “I have been carrying $50,000 and 
it is too much—I1 will drop $25,000.” 
The untrained man who sold him $50,- 
000 without respect to these needs did 
not tie it up in the prospect’s mind 
what he had taken this insurance for, 
and when he says, “I think $25,000 is 
enough,” what argument has the un- 
trained man? 

Suppose he says to the trained man, 
“I think I will drop my insurance to 
$25,000." “Ah!” says the trained man, 
“you are dropping John’s educational 
policy,” or “You are dropping your 
daughter’s educational policy,” or “You 
are dropping your mortgage policy,” or 
“You have cut down your pension fund 
and your wife’s income policy from 
$150 a month to $50 a month.” I will 
leave it to you to say whether the man 
trained will have more chance of hold- 
ing that and causing less lapsation than 
he would had he merely sold a lump 
irrespective of the needs of the 
particular client or prospect. 


Methods of Training 


As far as the methods of training are 
concerned, there are, first of all, purely 
home office helps—that is, correspond- 
ence courses that may be sent out to 
any man who signs a contract. This is 
a very good plan, because the general 
agent cannot always get to the man 
and bring him to an agency meeting. 

There is the training where an in- 
dividual agency itself develops a corre- 
spondence course. As a general rule, 
those agency courses ought to be super- 
vised by the home office in order to get 
a certain amount of uniformity. 

Then, there are the training classes. 
Some time is set aside—probably an 
hour a week—say, on a Monday morn- 
ing—where material is brought before 
the salesman, some selling point or clos- 
ing argument, some information like in- 
heritance tax insurance, business insur- 
ance or income insurance. The man- 
ager should direct this meeting—that 
is, he should control it in such a way 
that something of importance will be 
discussed. The men should go out every 
Monday morning with a new point of 
view—something that is of immense im- 
portance in selling. 

Probably the most important step in 
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training salesmen has been the estab- 
ment of schools of salesmanship. There 
are three distinct types of schools: 
There is a school in the home office, 
and there is much to be said in favor 
of that type of school where the stu- 
dents are brought into the home office 
and get the whole spirit of the com- 
pany. The company has then an op- 
portunity to drill on fundamentals of 
insurance, and in addition, can develop 
enthusiasm for the company by teach- 
ing its traditions. 

Then, there is a short course similar 
to the one that is being conducted by 
the Equitable, where the director holds 


a three weeks’ course in the eee od 
agencies at central points. There is 
much to be said in favor of this type | 


of school. The men are taught in their 
home environment and help is given 
them with their particular problems. 

Last of all, there is the training which 
may be had at the Carnegie Institute of 
Technology. It seems to me that at 
least one man from an agency should 
be sent to a school of that type, in order 
to get an all-round training. 


Assistant for Training Men 


Now we come back to this point: 
You may say that the manager cannot 
do all the training. That is probably 
true. The manager cannot always do 
the training, but in agencies where the 
agency is too large for him to do the 
teaching, an assistant, whose main func- 
tion is the training function, should be 
employed. 

There are some problems in the initial | 
training that can be well done by the 
company. The elementary facts, like 
the principles of insurance through a 
correspondence course, can well be 
taken care of by the home office, by 
sending out a correspondence course 
as the man becomes an agent. It is 
desirable to make this a requirement 
of every agent that starts in the busi- | 
ness. This course will give him the ele- 
mentary facts of insurance. 





What Can Home Office Do? 


The speaker is in sympathy with a 
home office school. The agents, though, 
when they graduate from this school, 
should be made to feel that additional 
training will be given by the manager. 
The manager should feel his respon- 
sibility for the success of agents trained 
in the home office school. 

What can the home office do to help 
the manager with his training program? 
\t present much of the material that 
is sent out is not in shape for instruc- 
tion purposes. The manager does not 
understand the purpose of many of the 
circulars. It is squarely up to the 
home office to get out usable and 
worth-while selling material. The home 
office can and should make suggestions 
for the development of selling helps. 
Methods of collecting material should 
be sent out by the home office, as well 
as the selling material itself. 


Subject of Objections 


Suppose the subject of objections be 
considered. This suggestion is very 
much worth while. Instruct the man- 
agers to keep objections cards in their 
office. A large card 6x9 might be used 
for each objection. On this card, the 
answers could be written which have 
proven effective. The home office could 
furnish good answers to the common 
objections from time to time. The same 


plan could be followed for opening 
phrases, selling suggestions, closing 
argument, sales plans, inheritance or 


business insurance information and in- 

come insurance helps. Clippings from 

Magazines could be filed in the same 

way. The value of this method lies in 

its simplicity and in its accessibility. 

Material pasted in a book is rarely used. 
Easy to Carry Out Program 


The manager can carry out this pro- 
gram very easily. This material will 
be valuable for training purposes. This 
Plan is very effective and develops a 
splendid morale in the agency. The 
elementary training of the agent may 
be taken care of through the home | 





office—still in the last analysis, for the 
sake of the agency’s morale, there is a 
teaching function which belongs to the 
general agent or the agency manager. 
This function must be developed if 
we are going to have the men in the 


EY: 
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selling organization have the _ true 
amount of respect for the manager. The 
home office should develop high grade 
salesmanship material, but the manager 
should be held responsible for getting 
this material before the agents. 








OPENS HOME OFFICE AGENCY | in Peoria and its splendid work in the 


Peoria Life Appoints Frederick H. 
Avery as Manager of Its Peoria 
Ill, City Organization 


The Peoria Life has established a 
home office agency in its home city in 
Peoria, Ill. Frederick H. Avery has 
been appointed manager. He is one of 
the substantial and successful busi- 
ness men of Peoria. For a num- 
ber of years he was a member of 
Comstock & Avery Company, 
ture dealers in Peoria, one of 
largest and most. successful furni- 
ture houses in the state. The firm 
operates two stores in Peoria and sev- 
eral throughout central Illinois. Mr. 
Avery is retiring from active manage- 
ment of these stores in order to give 
his time to the Peoria Life 
Owing to its new home office building 


furni- | 


Peoria Life naturally 
a leading position 


community the 


desires to assume 


CRAWFORDS IN PARTNERSHIP 


Two Brothers From Firm to Continue 
the Chicago General Agency of 
Equitable 


William Franklin Crawford, general 


| agent of the Equitable Life of lowa in 


the | 


Chicago, has taken his brother, Arthur 
R. Crawford, into partnership with him, 
the firm name being Crawford & Craw- 
ford. A. R. Crawford has been a large 
producer in the agency and thus wins 
promotion solely on his merits. Wm 
Franklin Crawford, the senior member 


| of the firm, went to Chicago some years 


agency. | 
‘business in the city. 


Iowa had 
amount of 


Equitable of 
small 


ago when the 
but a comparatively 


He organized a | 


11 


rapid-fire agency that began to attract 


|; 000 to 


wide attention. Mr. Crawford himself 
is strong on personal production. The 
agency is now producing from $2,500,- 
$3,000,000 a year. The two 
Crawfords make a strong team. It is 
one of the best agencies the Equitable 
of Iowa has. Both brothers were con- 
nected with the Equitable of Iowa's 
Pittsburgh agency before going to Chi- 
cago 


W. C. Irwin and W. I. Fraser 


W. C. Irwin has been promoted to 
western manager for the Central Life 
of Des Moines, with headquarters at 


Spokane, Wash., his territory compris 
ing Washington, Montana and Idaho 
Mr. Irwin has been for many years im 
the organization of the company, and 
was head of the Irwin-Ferguson gen- 
eral agency at Wenatchee, Wash., prior 
to his promotion to western manager. 

l. Fraser, the former manager, 
has been advanced to a position of 
organizing city agencies, and will be 
located at the home office in Des 
Moines. Mr. Fraser has been with the 
company 15 years. 


James H. Mickey 


Mutual Life has an- 
James H. 


The Connecticut 
nounced the promotion of 
Mickey of Omaha to become general 
agent for northern Kansas. He will 

(CONTINUED ON PAGE 14) 
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Ordinary Insurance 
FOR CHILDREN 


O 





IN TEN 
FIFTEEN 
OR 
TWENTY 
YEARS 





ISSUED 
AT ANY AGE 


One Day to 


Fourteen Years ing itself felt. 


For Further Particulars Write 


Public Savings Insurance Co. 


Indianapolis, Indiana 
Operating only in Indiana 


FFERS to all agents a big opportunity 
to add to their income by writing 
ordinary life insurance on children 
from age of 1 day to 15 years. 
issued in sums of $500 up to $2,500. Here 
is a chance to open new avenues and offer 
a larger family service. There are demands 
for children’s insurance on the ordinary plan. 


The Public Savings Insurance Company 
began business in 1910. 
intermediate and industrial insurance. It 
now has over $32,000,000 of life insurance 
in force in its home state, $18,000,000 of 
which is on children. 


No one has to introduce this company to 
people of Indiana. 
aggressive agency organization that is mak- 


Policies are 


It writes ordinary, 


It has a large and 


Cari G. Winter, President 
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IN EVERY COUNTY 














The Illinois Life has a 

100 per cent record as far 
as getting business in 

the different counties of its 
Home State is concerned. 
Not one of the 102 counties 
has been missed for many 
years, and the record for 
1920 is already complete. 
Over $60,000,000 of 
insurance is in force in 
Illinois. 








ILLINOIS LIFE 


Insurance Company 


JAMES W. STEVENS, Pres. 


CHICAGO 
GREATEST ILLINOIS COMPANY 
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‘‘A Company For The People’’ 


GRANGE 
LIFE INSURANCE 
COMPANY 


LANSING - MICHIGAN 








GENTS representing the Grange Life have a number 
of points in their favor. It is a strongly ballasted 
institution, so that it appeals to those who are wont 

to scrutinize financial statements carefully. Its invest- 
ments are chiefly in farm mortgages which yield a large re- 
turn. These securities are the safest and most lucrative 
for life companies. 


cause of its plain, clear and business like policies. They 
meet every personal and business demand. 


To the people in the agricultural sections, the Grange Life 
is regarded as their own particular company. Much of the 
capital stock is owned by farmers. They have been back 
of it from its inception. They are giving it strong sup- 
port. 


The backing of the people in the rural localities means 
much to the agents who are selling Grange Life insurance. 
They have tangible support wherever they go. They do 
not have to be introduced, because the people know all 
about the company. 


The Grange Life is admirably located in one of the wealthy 
and prosperous states of the Union. Michigan is alive 
with industry. It is a state of manifold resources. It is 
an ideal home office state and a wonderful field in which 
to operate. 








$ 185,174.01 
732,113.43 
204,961.26 

$10,967 ,689.02 


Capital Stock - 
Assets - - . 
Surplus - - - 
Insurance in Force 








N. P. HULL 


President 


C. H. BRAMBLE 


Secretary and Treasurer 


I. D. WALLINGTON 


Superintendent of Agents 








When You Think of Michigan You Always Think of 


THE GRANGE LIFE 





To the man in the city, the Grange Life has an appeal be- - 
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(CONTINUED FROM PAGE 11) 


have his headquarters in Topeka. Mr. 
Mickey was connected with the Lin- 
coln, Neb., city agency and was pro- 
moted to the Omaha agency and then 
given the general agency in northern 
Kansas for his company. 





| Frank Mosbacher of Wichita, Kan., 
superintendent of agencies for the Kan- 
sas Casualty & Surety, has resigned his 
position to enter life insurance work, 





| in Wichita. He will be associated with 
H. I. House, the general agent of the 
Penn Mutual. He was formerly asso- 
ciated with the Wheeler, Kelly & Hagny 
Company at Wichita, but for the past 
five years has been with the Kansas 
Casualty & Surety. His father, Charles 
Mosbacher, has been associated with 
| the Penn Mutual for 15 years. 
| : 
Kuck & Henika 
| Dr. G. W. Henika, for seven years of 
| the staff of the Wisconsin state board 
of health as deputy state health officer 
and later organizer and director of state 
clinics, has resigned ,and on Jan. 1 will 
become a member of the néwly formed 
| firm of Kuck & Henika, general agents 
| for the Wisconsin National Life of Osh- 








connecting with the Penn Mutual Life | 
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kosh, Wis., at Madison. J. C. Kuck 
has conducted the Madison agency for 
several years with marked success. 

Prior to entering the state’s employ 
Dr. Henika had long been a medical 
practitioner at Beaver Dam, Wis., where 
he also was active in many lines of 
public service. 


Theodore W. Bardage 


Theodore W, Bardage of Sioux City, 
la.. vice-president of the National 
Fidelity Life of that city and manager 
of its city department, has resigned 
and will go to Buffalo to become man 
ager of the Union Mutual Life in that 
city. Mr. Bardage was formerly con 
nected with the Mutual Life in Chicago. 


Harry Gardiner 


Harry Gardiner has been appointed 
general agent of the John Hancock Mu- 
tual in Kansas City, Mo. The company 
is opening up this field. Mr. Gardiner has 
completed 26 years’ service in the com- 
pany. He started as a clerk at Patter- 
son, Dec, 1, 1894, then became an agent 
in that district, later the cashier. He 
was transferred to Bridgeport, Conn., as 
cashier and then became assistant super- 
intendent and finally was made auditor 
for the ordinary general agency at Al 
bany, N. Y 


John H. Chappell 
John H. Chappell has been appointed 
general agent of the State Mutual Life 
at Toledo, succeeding Harry 8S. Burke, 
who has resigned to engage in another 
line of business. 


ee = 
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Kansas City Association Working on 
Plan for Permanent Office and 
Paid Secretary 


KANSAS CITY, MO.—The Life 
| Underwriters’ Association of Kansas 
| City (including both Kansas City, Mo., 
land Kansas City, Kan.) is entering 
upon an ambitious and practical pro- 
gram of constructive work under L. L. 
Adams, president. The first meeting 
under his presidency was held Nov. 11 
in the offices of the Busitess Men's 
Assurance, luncheon being served there 
cafeteria style. W. T. Grant, vice- 
president of the company, and Mrs. 
Grant did the honors. 

\ committee was appointed with W. 
B. Henderson as chairman, to work 
out a plan under which offices can be 
opened by the association, a permanent 
secretary employed, close touch kept 
upon all matters affecting life business, 
and day-by-day work done to advance 
the interests of the association and the 
members. J. P. Somerville and C. H. 
Poindexter will serve on this commit- 
|} tee. Mr. Henderson suggested the 
working out of such a plan, following 
the lead of the Cleveland association, 
as the concrete result of the program 
for association work outlined in Kansas 
City recently by Orville Thorp, presi- 
dent of the National association. 

Another step towards larger activities 
was the decision to hold occasional 
evening sessions at which ladies could 
be present, with a distinguished speaker 
to address the members. The first of 
these sessions will be held in Decem- 
ber, and the speaker will be T. F. L. 
Henderson of the La Salle Extension 
Course, Chicago, who will talk on 
“Salesmanship that Wins Today.” This 
meeting will be held at the City Club 
rooms, 

Mr. Grant was given charge of last 
week’s meeting after the business ses- 
sion was concluded and introduced of- 
ficers and heads of departments of the 
company. Mr. Grant, who is active in 
the drive to raise $700,000 for 42 chari- 
ties in Kansas City, also introduced 
J. W. Perry, president of the National 
Bank of Commerce, chairman of the 








| in the solicitation. Mr. Perry took oc 


casion to speak a word for life insur- 
ance, and for the agent. 

“I always give time to any life insur- 
ance agent who seems to me to be try- 
ing to tell the truth,” he said. “I 
believe in insurance from two stand 
points—for myself, personally; and for 
business reasons as a banker.” 


District of Columbia—W illiam Mather 
Lewis, director of the savings committee, 
Treasury Department, was a speaker at 
the November meeting. Local life men 
discussed the subject, “Plans for secur- 
ing prospects” 

ok ok 

Seattle, Wash.—The Seattle Associa 
tion, at its meeting last week. with 215 
members in attendance, celebrated “Nor- 
ton Night,” in honor of the retiring 
president, Charles C. Norton. Mr. Nor- 
ton, in his address, outlined the general 
history of life insurance in this country. 
laying special emphasis on the work 
done by the National Association. Re- 
ferring to the plan for sales congresses, 
he said that Seattle will be headquarters 
for the entire Pacific Northwest in that 
movement with J. L Greenwell in 
charge. 

William Goldman of Portland, vice- 
president of the National Association 
presented Marshall L. Baker, new presi- 
dent of the Seattle association, with a 
silver trophy cup, which the city won 
by showing the largest increase in mem- 
bership in the reecnt campaign in the 
western states. Mr. Baker also was pré 
sented by J. Stanley Edwards, retiring 
president of the National Association 
with a gavel for his work as campaign 
manager. 

D. A. Eyres spoke of his experiences 
among the Edmonton underwriters and 
Frank Burgess, president of the Tacoma 
association, outlined his plan to write 
$12,000,000 worth of business in Decem- 
ber. Joseph L. Greenwell presented & 
gold watch to Mr. Norton on behalf of 
the association. W. Dwight Mead re- 
ported on the work done by the commit- 
tee on thrift, welfare and publicity. 

* * * 

Dallas, Tex.—‘‘Selling life insurance 1s 
not selling a guarantee to insure a man's 
life, but is selling a guarantee of a con- 
tinuation of his wage earning capacity 
after he is dead,” is the proposition 
Bryce Childress of Terrell put up to the 
life insurance agents of less experienc 
as the basis of his own argument when 
selling insurance in his address at the 
monthly meeting of the North Texas 
Association. Mr. Childress is a million- 


campaign, who urged life men to help | dollar a year writer and his remarks 
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were received with interest by more than 
100 agents who attended the meeting. 

“A real insurance agent should not 
envy any man living his position,” Mr. 
Childress said, “for he is a representa- 
tive of one of the greatest organizations 
in the world and his work is sérvice— 
service of the kind which is needed 
more than any other in the world unless 
it is the ministry.” 

Mr. Childress declared that when 
insurance agent made his plea for sell- 
ing insurance on the real cause of the 
work he would almost invariably inter- 
est the prospect and that if he did not 
the deal he laid a foundation for 
future business there and in that com- 
munity. 

P. F. 


pany discussed 


the 


close 


Paige of the Paige-Scales Com- 
securing city prospects 
and outlined the difference of approach 
in obtaining city and country business 
George Alexander of Garland declared 
idvertising is one of the best means of 
obtaining country business. He declared 


it is comparatively easy to interest 
country prospects after they have begun 
to think of the matter and are ac- 


quainted with the salesman. 

The sales congress of the association 
will be held here in January and will 
last for three days. Following that some 
of the big companies will have their 
annual agency meetings, thus giving 
their men a chance to attend the con- 
gress. Ben Thorp, A, 8S. Doerr and Bar- 
ney Pearson are in charge of arrangs 
ments for the congress. 

* * * 

Cedar Rapids, Ia.—The Cedar Rapids 
association has decided to put on a one- 
day sales congress in February. It seems 
to be the opinion at Cedar Rapids that 
the different associations in lowa should 
get back of these congresses, holding 
them once or twice each year in different 
cities in the state, Cedar Rapids is mak- 
ing the initial move and hopes to secure 
ihe cooperation of other organizations of 
the state. It expects to have such people 


as Dr. J. A. Stevenson, third vice-presi- 
dent of the Equitable Life; Leslie C 
York, superintendent of agents of the 


Equitable Life of New York: Vice-Presi- 
dent Winslow Russell of the Phoenix 
Mutual; Walter E. Webb, superintendent 
of agents of the National Life, U. S. A.; 
George H. Barmore, assistant superin- 
tendent of agents of the Federal Life: 
William King of St. Louis and President 





| 
| 


| nine 


Orville Thorp of the National 
tion of Life Underwriters. 
4 x * 
Tulxan, Okla—Thirty 
life insurance men were entertained 
Nov. 6 by Tulsa life insurance men at 
a special meeting held at the coun- 
try club The Oklahoma Life Under- 
writers’ Association, which holds weekly 


Oklahoma 


luncheons in Oklahoma City decided 
some weeks ago to turn over one pro- 
gram a month to men from a certain 
town in the state The Tulsa men in 
sisted that if they take charge of the 
program § they have the mecting it 
Tulsa. 

An effective way of putting the argu 


ment for monthly income insurance wa 
told at the meeting by Frank Reed of 
Tulsa, Other speakers were \ lL. 
Farmer of the New York Life, said to 
be the biggest personal producer in 


Oklahoma, and H 
for a Tulsa trust 


lL. Standeven, attorney 
company 
x * 

100 attended the 
John A, Stevenson, third 


Milwaukee—Over 
meeting Nov. 9. 


vice-president of the Equitable Life, 
made an intensely interesting talk. His 
subject was “Meeting Objections.” Wal- 


ter O. Buckner, third vice-president, New 
York Life, was one of the well known 
out of town guests. Edwin R. Giddings, 
general agent, National Guardian Life of 
Madison, was elected secretary of the 
association to fill the unexpired term of 
Orville Brockett, resigned 
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Mid-Continent Life, Oklahoma — lis 
business for the first ten months of the 
year was $12,523,453. The company is 
now going very strong 

* aa 


National Life, Vermont—lts statement 


as of Oct. 1 shows assets $72,730,299; 
premiums for the nine months, $7,135,- 
773; total income, $10,357,251; paid pol- 


icyholders in nine months, $6,712,106; 
total disbursements, $8,821,904; insurance 
in force, $306,722,902; new business for 
months, $54,071,073. The National 


Associa- | 


City 
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WITH INDUSTRIAL MEN 














Prudential Activities 


California 
comprising 


the Southern 
Prudential, 


The 
districts of 


staffs of 
the 


Los Angeles No, 1, No. 2, No. 3 and San 
Diego, are engaged in a spirited seven 
weeks’ contest along lines of industrial 
production with the four Central Cali- 
| fornia districts These latter comprise 
San Francisco No. 1 and No. 2, Oakland 


A big beefsteak dinner 
agents 


and Sacramento 
awaits the leading 
in the winning group 

The staff of Assistant C. I 
San Diego is exhibiting an ardor 
ability in this friendly battle 
doing them proud and leads 
ants thus far, although 
by Assistant H. L. Barrett of 
geles 1 and his loyal compatriots 

Agents F. W Martineau of Los An 
geles 1, J. M. Hickman of San Diego and 


assistants and 


all contest 
pressed 


An- 


closely 


Los 


A. F. Gue of Los Angeles No. 3 outrank 
all competitors among the agency corps 
| for three weeks of the period 
A very unusual event took place in 
Zanesville, O., Nov. 17. At a dinner at- 
tended by the entire staff, the following 


| Kersey Kk 


has paid policyholders since organiza- 


tion, $114,469,069 


members celebrated anniversaries of con- 
tinuous service with the company as well 
as admission into advanced classes of th 
Prudential Old Guard Superintendent 
Stamp, 20 years, Class D; As- 
sistant Superintendent Chas. E. Trost, 20 
Superintendent 


Class C; 


years, Class D; Assistant 
Clinton M. Thomas, 15 

\gent George L. Stanton, 
B. Division Manager W. H. Bettner of 
the office present and pre- 


sented the badges and certificates denot- 


years, 


home was 


ing membership in the organization. Of 
peculiar interest is the fact that all of 
the anniversaries occurred in October 


or two days of each other 
Rokaw_ who operates in 


within one 
Agent Elias E 


the Brooklyn 4 district, is making an 
enviable record in industrial, as he has 
drawn special salary every week this 
year His ordinary is also very com- 
mendable, as he is well over the $50,000 
mark, and he is credited with high col 
lections and a nice condition of account 


|}at the Travelers home office. 
"| that on 


Cromer of 
and | 
which is | 


10 years, Class | 


Travelers Honor Roll 


There is a special roll of honor kept 


It shows 
Oct. 31 Binghamton, Minne- 
apolis and North Dakota had exceeded 
their life allotments for the whole year, 
and likewise Memphis and Richmond 
had in ten months passed the accident 
and health mark set for them for the 
entire year. 


Eureka Life ° 


Insurance 


Co. 


OF BALTIMORE, MD. 





Incorporated under the laws of 
Maryland, 1882 


We Issue 


Standard, Ordinary and 


Industrial Policies 


JOHN C. MAGINNIS 


President 
JOSHUA N. WARFIELD, Jr. 
Vice-President 
JOSEPH H. LEISHEAR, Jr. 


Secretary-Treasurer 


J. HOWARD IGLEHART 
Medical Director 











DEAR SIR: 


shown in the past. 
of $535.00. 
policy fully paid up. 


have an opportunity. 





OF NEBRASKA 


Home Office: Lincoln, Nebraska 


Assets - <- «= = 


Mr. Fred M. Sanders, Treasurer, 
Bankers Life Insurance Company, 
Lincoln, Nebraska. 
This is to acknowledge receipt of your draft for 
$295.05 which your agent Mr. Depue handed me today in payment 
of the surplus due on my $1,000.00 policy which matured today. 
I wish to thank you for the prompt payment and for the favors 
I paid an annual premium of $26.75 or a total 
Aside from the surplus received there ts the $1,000.00 


Yours truly, 


CONRAD NACHTIGALL. 


ALEXANDRIA, NEBRASKA, October 4, 1920. 


I will be glad to say a good word for your company when | 


- $17,600,000.00 


TWENTY PAYMENT LIFE POLICY 
Matured in the 


OLD LINE BANKERS LIFE INSURANCE 
COMPANY 


of Lincoln, Nebraska. | 
Name of insured............. C. Nachtigall 
aaah dacaws Alexandria, Nebr. 


Amount of policy................ $1,000.00 
Total premiums paid 


| 
SETTLEMENT | 


Residence 


Total cash paid Mr. Nachtigall...... $295.05 


And a Paid Up Participating Policy of. . 
Sa dhse bee's wi uaeenee aes eeeess ++ $1,000.00 


BANKERS LIFE INSURANCE COMPANY 


If interested in an agency or policy contract write Home Office, Lincoln, Nebraska. 

















THE NATIONAL UNDERWRITER 


November 18, 1920 




















Insurance in Force Over $245,000,000 


For co-operation 
with agents in securing the 
complete satisfaction of policyholders 


The Equitable Life Insurance Company of lowa 


maintains a SERVICE Department which 
opens for them a broader field 
of opportunity and 
assures success 


New Business in 1920 Over $52,000,000 








| A Wider Field—An Increased Opportunity 


Our Agents can sell policies on the annual premium plan, up 
to $3,000, to young men and young women as young as age 2— 
protective insurance and Educational and Business Start Endow- 
ment Insurance. This extension of the age limit for Ordinary 
Insurance down to age 2 helps our Agents considerably. We 
issue Participating and Non-Participating Policies. As regards 
adults, we write contracts with Double Indemnity provisions cov- 
ering any kind of fatal accident, or with Double Indemnity pro- 
visions covering fatal travel accident only, as may be desired. 
We issue policies with waiver of Premium and Disability Annuity 
or Instalment Payment features. We insure males and females 
at the same rates. 


OLD COLONY LIFE INSURANCE COMPANY 
CHICAGO, ILLINOIS 








More Than One Million Policies Now In Force 


Only four other life insurance companies in America have more 
policy contracts in force than this Company. A study of the 
following growth in ten years is invited: 


Jan.1,1910 Jan, 1, 1915 





Jan. 1, 1920 


Assets $ 4,867,379 $ 8,763,566 $ 18,682,446 
Policies in Force 342,972 551,969 1,058,956 
Insurance in Force 44,780,907 79,619,435 191,495,761 


Attractive opportunities open to agents in Ohio, Indiana, Kentucky, 
West Virginia, Western Pennsylvania, Michigan, Illinois and Missouri. 


The Western and Southern Life Insurance Co. 
W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 








RARE OPPORTUNITY 


Two General Agency Openings 
In the State of Montana 


A splendid direct Home Office contract under which a profitable and 
permanent business can be established is waiting for the right man. 


THE COMPANY NOW HAS MORE THAN $76,000,000 
OF INSURANCE IN FORCE 


f The Minnesota Mutual Life Insurance Co. 
ST. PAUL, MINNESOTA 














NEWS OF LIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrender 
Values and Changes in Policy Literature, Rate 
Digest” published annually in, May at 33.00 and the 

m 
“Little Gem,” published annually 50. 








in May at $1 














UNION CENTRAL’S NEW FORMS 





Cincinnati Life Company Announces 
Revision of Its Policies—Gets 
Out New Edition 





The Union Central has revised its 
policy forms and has gotten out a mew 
edition. 

All policy values are stated on the 
basis of $1,000 except in monthly income 
policies in which they are stated on 
the basis of an income of $10 per month. 
In accordance with the Massachusetts 
law the payment of cash or loan values 
may be deferred 90 days. 

The contestable period is increased 
from one to two years. Fraud in the 
application is usually discovered at 
about the due date of the second pre- 
mium, too late for the company to take 
advantage of it in a one-year clause. 


Premium Note Agreement 


All forms except term, single pre- 
mium and annuities other than personal 
life income contain an agreement that 
the note of the insured, or of the bene- 
ficiary or assignee shall be accepted for 
the third or subsequent year’s premium 
if the reserve value shall equal or ex- 
ceed such note and any other indebted- 
ness and that such note shall be first 
lien on the policy and a valid setoff in 
the calculation of policy values. A 
similar provision is omitted from the 
application. 

The provision for grace interest is 
omitted in accordance with the com- 
pany’s practice. 


Privilege of Change 


The provision for privilege of change of 
plan in life and limited payment life 
policies provides that after five years 
change will be made on payment of the 
difference in reserves instead of “in ac- 
cordance with the company’s rules” as 
heretofore. A provision is added to this 
paragraph, “At the fifth or any subsequent 
anniversary this policy will be endorsed 
fully paid-up on payment of the differ- 
ence between the reserve of this policy 
and the corresponding net single premium 
at the attained age.” As this provision in- 
cludes the privilege of applying the divi- 
dends or additions to pay up the policy, 
the provision for the latter has been 
omitted. 

Under this privilege change to a new 
policy with disability benefits can not be 
made even though the original policy con- 
tains disability benefits, except on a satis- 
factory medical examination. This is be- 
cause the disability clause provides for 
waiver of premium and disability an- 
nuity in addition to death and endowment 
benefits. If such a change were permitted 
the insured under an ordinary life policy, 
knowing himself impaired and likely to 
be disabled—or even actually disabled and 
receiving disability benefits—could change 
to, say, a five-year endowment policy and 
obtain a waiver of all the premiums for 
the éndowment which he could collect in 
full at the end of the five-year period. 

All forms have been rearranged to state 
the benefits first instead of the premiums, 
and in the endowment forms to state en- 
dowment benefit before the death benefit. 


Term Policies 


Term policies do not permit conversion 
to a policy with disability benefits ex- 
cept on satisfactory examination, whether 
such term policy is with or without dis- 
ability benefits. This is for the reason 
stated above in connection with the priv- 
ilege of change under life policies. 

Term policies provide that if converted 
the new policy will be written in favor 
of such beneficiary as the insured may 
then designate. 

The provision for surplus interest on 
instalments or deposits is stated in each 
option rather than in a separate para- 
graph covering all the options. 

The provision for commutation of in- 
stalments has been omitted. The certifi- 
eates of election of settlement options, 


furnished by the company, provide for 
commutation if the insured so desires. 


eo 


Corre A 
Eastern, care The National Underwriter. 


. He is not afraid of hard work and is 


Do You Know Him? 


He is between 25 and 40 years of age. 
by his friends and acquaintances 
around good hustler. 


He has several years experience as a life in- 
surance salesman and organizer, preferably in 


city territory. 


. He could be relied upon to take charge of and 


rejuvenate an established agency for one of 
oldest and strongest Eastern compan 


les. 
. The territory is one of the finest in the United 
information concern- 
65-H, 


States. 
He will give us complete 
ing himself in first letter. : 





recognized 
as an all 

















ACTUARIES 








—_— F. CAMPBELL 
CONSULTING 
ACTUARY 
76 West Monroe Street 
Telephone Randoiph 918 
CHICAGO, ILL. 











ARCUS GUNN 


CONSULTING 
ACTUARY 


29 S. La Salle St. CHICAGO 
Telephone, Randolph 7684 











_ J. HAIGHT 
CONSULTING 
ACTUARY 
810-813 Hume-Mansur Bidg. 


INDIANAPOLIS 
Kraft Building, DES MOINES, IOWA 








Desa C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 








J. McCOMB 
e COUNSELOR AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves, Surrender Values, 


etc., Calculated. Valuations and Exam- 
inations Made. Policies and all Life In- 
Forms Prepared. The Law of 


I Specialty. 
Coker Biig. OKLAHOMA CITY 








J H. NITCHIE 
. ACTUARY 


1523 Association Bidg., 19S. LaSalle St. 
Telephone State 499 CHICAGO 








CHARLES SEITZ 
* CONSULTING ACTUARY 
Author of 
“System and Accounting” 


209 So. La Salle St. CHICAGO 








FP" tons S. WITHINGTON, F. A. I. A. 
CONSULTING ACTUARY 
AND EXAMINER 








402-404 a4 
DES MOINES, IOW 














It does 3 things: 


@ Gives every Agent a Square 
Deal. 


@ Pays equal compensation for 


equal work. 


@ Affords every Agent the 
same opportunity for ex- 
pansion and organization 


building. 


These are three things which 


most agency contracts do not do. 
Does yours? 


Ask about the Square Deal Contract 


Nat hvnaly? 
nsurance Company, 


Madison, Wisconsin 
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The provisions giving the beneficiary the 
right to commute have been omitted from 
the monthly income policies also. 


Disability Benefits 


The definition of disability omits the 
provision that it must not be due to any 
cause or condition existing at the time of 
application. This change means that in 
the absence of fraud, of which no advan- 
tage can be taken after two years, the 
company could not reject a disability 
claim on the ground that the condition re- 
sulting in disability existed when the 
policy was issued. 

In the statement of the description of 
the injuries that presumed to constitute 
total and permanent disability “loss of 
hands or feet” is changed to “loss of use 
of hands or feet.” 


Personal Life Income Policies 


The dividend at the end of the first 
year is not contingent upon the payment 
of the second premium. 

The following provisions apply 
actively to outstanding policies: 

Cash or loan values are available at thé 
end of the first year. Such values equal 
the sum of the gross premiums paid, less 
a surrender charge, which at the end of 
the first year is 90 percent of one year's 
premium and diminishes at the rate of 
10 percent of one year’s premium an- 
nually. 

On the death of the insured during the 
premium paying period the sum of the 
gross premiums received is payable, 

A provision has been added that the 
payee instead of taking the annuity may 
elect to leave the proceeds with the com- 
pany at interest. 


retro- 


PUSHING ENDOWMENT INCOME 





Phoenix Mutual’s Mew Policy Is Re- 
ported as Meeting Very Favor- 
able Reception 


The Phoenix Mutual reports that its 
new “Endowment Income Policy” is 
proving a big success. The agents 
have found it easy to sell and they have 
taken advantage of its uniqwe feature 
in pushing it wherever they have a 
hard nut to crack. The new policy 
provides paid-up insurance, together 
with an annuity, at ages 60, 65, 70 
and 75. 

The person taking this policy decides 
at which one of these ages he desires 
his policy to become paid-up and his 
annuity to start. The premium, of 
course, is computed accordingly. When 
the policy expires the assured receives 
a paid-up insurance policy for one-half 
the face of the contract and a guaran- 
teed annuity of five years begins. 

If the assured dies before the policy 
expires the full amount of the policy 
is paid. If he dies within a year or 
two years after the annuity begins, 
one-half the face of the policy and the 
amount of annuity for the unexpired 
five-year term of the guaranteed 
annuity are paid. If the assured con- 
tinues to live five years after his policy 
has expired he continues to receive his 
annuity, but in the event of his death 
he receives but one-half of the face of 
the policy. The amount of the annuity 
is determined by the size of the policy. 
For instance, if the assured has a 
$10,000 policy which expires he will re- 
ceive paid-up insurance policy for one- 
half the face of the contract, and a 
fixed annuity which, in consideration 
of the other $5,000, could be mathe- 
matically distributed over the five years 
of the guaranty. 

The rates on this policy are a little 
higher than the endowment rates. The 
policy was designed to appeal par- 
ticularly to professional men, but it has 
been found that the business man is 
also much interested in it. It is of 
especial value to the professional man 
because his income ceases when he is 
no longer able to work. He is assured 
in his old age of a fixed income, and 
also sufficient life insurance to take care 
of his family in the event of his death. 
It pleases the business man because it 
offers both the annuity and the pro- 
tective features. 


Peoples Life, Indiana 


The Peoples Life of Indiana has is- 
sued a new rate book effective Sept. 1 








which includes two new policies, the 
continuous premium endowment at age 
65, non-participating, total disability. 
and the same policy on 20 premiums. 
A continuous installment addition is 
also added to its monthly incume policy 
if desired. The company has also is- 
sued a new disability clause which in- 
cludes waiver of premium and $10 
monthly tncome. The extra rates for 
disability clause at age 35 are as fol- 
lows: Ordinary life, $1,64; 20-pay life, 
$1.77; 20-year endowment, $.94; endow- 
ment at age 65, continuous premiums, 
$1.45; endowment at age 65, 20 premiums, 
$1.55. 





North American, Canada 
The North American Life of Toronto, 
Canada, has issued a booklet of ratings 
for hazardous occupations. 





Security Life 


The Security Life of Chicago now 
issues a total and permanent disability 
benefit with policies on the lives of 
women 





Central State, Indiana 


The Central State Life of Crawfords- 
ville. Ind., is planning to change its 
ratec and policy values in a new rate 
book to be issued shortly after the first 
of the year. 

Franklin Life 

The Franklin Life of Illinois has re- 
cently gotten out a new rate book which 
is, however, practically the same as its 
former rate book except that the various 
supplements have been combined into 
one book. There are a few minor 
changes in the new book with reference 
to instructions to agents and also the 
rules of the company in reference to oc- 
cupations involving extra hazards. 





Provident Life & Accident 


The Provident Life & Accident of 
Chattanooga, Tenn., has made some 
changes in its intermediate policies, in- 
creasing the rates under the same for 
the first policy year and reducing them 
for the second and subsequent years. 
These rates became effective as of 
Nov. 1 





Conservative Life 


The Conservative Life of Indiana has 
in process of formulation a line of 
“Junior” policies, whole life, 20-payment 
life, and endowments, which will be 
written on the lives of children at all 
ages on the ordinary basis. 


Lamar Life 


The Lamar Life of Jackson, Miss., has 
in preparation a new rate book which 
will be ready soon. It has issued a 
new disability “A” clause for waiver 
of premium in case of disability up to 
age 60 without deduction from the face 
of the policy. After age 60 the premiums 
so waived will be reduced in the face 
of the policy by a like amount. 


Federal Life 


The Federal Life of Chicago has re- 
cently furnished its representatives with 
premium rates on continuous monthly 
installment policies on both the ordinary 
life and 20-payment life plans, also on 
a non-participating 30-year endowment 
policy. 











Ohio National Life 


The Ohio National Life of Cincinnati 
has just issued a new rate book includ- 
ing some new policies, endowment at 
age 65, 30-year endowment, etc. 





To Review Suit for Commissions 


The Texas Supreme Court, under a 
writ of error, will review the case 
brought against the American National 
of Galveston by H. P. Teague, former 
agent and assistant superintendent of 
the company. Mr. Teague, who left the 
company Nov. 9, 1915, sued for $423 al- 
leged to be due under his agency con- 
tract when he was acting as an agent 
at Houston, and for $895 as_ special 
salaries and bonuses under his contract 
as assistant superintendent. The trial 
court decided in favor of the company, 
but that judgment was reversed by the 
court of civil appeals. 


Harry E. Chariton has been appointed 
field accountant of the John Hancock. 
For 17 years Mr. Charlton has _ been itden- 
tified with the Boston agency, first as 
clerk and for the past 12 years as as- 
sistant cashier. 





j 

















The Northwestern Mutual Life 
Insurance Company was the pioneer 
in establishing rules to protect itself 
and its agents against evils which de 
moralized the business. 


THREE 
RULES: 





























For twenty-seven years it has enforced a stringent 
Anti-Rebate Rule. 


For twenty-three years it has observed a No Brokerage 
Rule which prohibits the acceptance of business 
from, or the payment of commissions to, other than an 
agent of the company. Exception only is made in the 
case of legitimate surplus business and then only from 
a licensed agent of another company upon an anti- 
rebate agreement from him. 


For more than twenty-eight years it has adhered to its 
present Civil Service R -_ which provides that all ap- 
pointments to general agencies shall be made from those 
already connected with the company and otherwise 
qualified. 


To the literal enforcement of these rules is attributed, 
in large part, the success, high character and the loyalty 
of the agency force of 


THE NORTHWESTERN MUTUAL 


aes 


- 


COMPANY 





LiFe INSURANCE 





Milwaukee Wisconsin 




















jJ. O. LUAGMAN, President DR. ANDREW JOHNSON, Secretary 


International Life & Trust 
Company 


offers up-to-date contracts for good men. 


Sohrbeck Building 
MOLINE, ILLINOIS 

















Improved Disability Provision 


Claim may be made as soon as disabilily occurs—no probationary 
period. 

Payments begin immediately on approval of claim—no proba- 
tionary period. 

Monthly payments, lifelong, eonditioned on permanence of dis- 














ability. 

Immediate waiver of future premiums—no waiting until next 
anniversary. 

Full amount of insurance paid when insured dies, without deduc- 
tion for disability payments or for premiums waived. 

This new disability provision brings the service of America’s 
oldest legal reserve life insurance company still closer to the needs 
of the insuring public. 








For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 
34 Nassau Street, New York 
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GOES WITH COLLINS COMPANY | ment Company of Oklahoma City. Mr. 
Dunne will be connected with hn Chi- 
cago branch office. He states that he is 
James E. Dunne Leaves the Newspaper | attempting to arrange for a dissolution 
Field to Engage in Farm of the partnership with George W. 
Mortgage Sales Wadsworth in the publication of the 
“American Insurance Digest” and ex- 
pects the matter will be disposed of 
within the next few days. 
The F. B. Collins Investment Com- 
pany specializes on farm mortgages and 








James E. Dunne is retiring from in- 
surance newspaper work to form a con- 
nection with the F. B. Collins Invest- 











Seventy-four years 


of experience behind 
The Complete Protection 
and 
Old Age Endowment Policies 
of 
The Connecticut Mutual Life Insurance Co. 
of 
Hartford 


The Company of Service 

















has many clients among insurance com- 
panies. It has nine branch offices. Its 
loan field is carefully restricted to se- 
lected portions of Oklahoma, Texas. 
Arkansas, Louisiana, New Mexico, 
Kansas, Colorado and Wyoming. The 
investment company has been in busi- 
ness for 36 years and has the distinction 
of advertising that no investér has sus- 
tained a loss, either of principal or 
interest, through his dealings with‘ it. 
President F. B. Collins says that any 
purchaser of its securities may secure 
a refund any time if the mortgages are 
not satisfactory. The other day one of 
the western life companies placed an 
order for $1,000,000 of farm mortgages 
with the Collins Company, with delivery 
guaranteed prior to Jan. 1 


Plan of Operation 


Under the plan of operation the in- 
vestment company’s salaried land in- 
spectors make the loans. The company 
first invests its own funds and later they 
are offered for sale to insurance com- 
panies. No loans are made to exceed 
30 or 40 percent of the value of the 
land. After the loan is disposed of to 
the insurance companies, the Collins 
Company takes care of the interest 
earnings and supervises the investment, 
in order that all taxes and other obli- 
gations will be paid. Many colleges and 
other institutions having endowment 
funds are clients of the Collins Com- 
pany. It also has administrators of 
estates, banks, trust companies and in- 
dividuals as customers. The company 
is also proposing to push its debenture 
bonds and the Chicago branch, in 
charge of Frank L. Collins, treasurer, 
will start an active campaign on this 
within the next few weeks. H. Ertel 
|of the Chicago office and for many 








years a publisher of financial periodicals 
will cooperate in that work. 


See Value of Mortgages 


Mr. Dunne will work among the fire 
and miscellaneous companies as well as 
life. Insurance companies are seeing 
the value of farm mortgages as invest 
ments, offering a larger interest rate 
than the usual security and at the same 
time a safe and stable security invest- 
ment is found. The Collins Company 
endeavored to persuade Mr. Dunne to 
join its organization some months ago, 
believing that his experience with in 
surance companies for a number of 
years would be of value and realizing 
that he had an extensive acquaintanc« 
with company executives the country 
over. He is regarded as one of the 
strong salesmen in the business and 
will have ample opportunity to develop 
in his new connection. Mr. Dunne will 
have his office with the Collins Com 
pany in 727 Monadnock block, Chicago 


Bridgewater Goes to St. Louis 


H. S. Bridgewater, manager of th: 
central department of the Great Re- 
public Life of Los Angeles, whose head- 
quarters have been in Kansas City, Mo., 
is moving his office to St. Louis. His 
offices there are at 325-333 Title Guar- 
anty building. The central department 
covers St. Louis and Kansas. 


Insurance Bureau Overruled 


In the federal court at Indianapolis 
Judge Anderson overruled a decision 
of the War Risk Insurance Bureau 
which held that insurance disposed of 
by a soldier would revert to the state 
unless another beneficiary is specifically 
named in the policy. 





Actual to Expected Mortality 
Ratio of Cost, New Business to 


MUTUAL TRUST LIFE INSURANCE COMPANY 


FOUR FACTORS TO SUCCESS 
Interest on Mean Invested Assets . ..... . 


First Year Premiums ; 


62 % 


Ratio, Total Insurance Expense (less cost of new business) 15 % 


A Conservatively Progressive Company 


New Business Being Written at the rate of Thirty Millions for 1920 
HOME OFFICE: 30 North La Salle Street, Chicago 











LIVE MEN CAN DOUBLE THEIR INCOME SELLING OUR 


Monthly Pension Bonds 


(Copyrighted) 


i Under Our Service Pension Centract 
THE LA FAYETTE LIFE INSURANCE CO. 
W. LANE, Secretary LA FAYETTE, INDIANA A. E. WERKHOFF, President 








NEW ORLEANS, U. S. A. 


Total Resources Dec. 31st, 1919, - over $7,500,000.00 
Insurance Issued during 1919- over  26,000,000.00 
1919 over 70,000,000.00 


Insurance in force Dec. 31, 





PAN AMERICAN LIFE INSURANCE COMPANY 
CRAWFORD HP. ELLIS, President 


THE PAN-AMERICAN WAY 
N KEEPING with the higher Ideals and Ethics of the business, the Pan -American 
does not seek to employ agents of other companies, but by interesting men of in- 
telligence, character and clean record, instructing them by correspondence, and 
assisting them by the active co-operation of specially trained men, it has built up a 

field organization that is prosperous and contented. 

What these agents are doing, you can do, if you have the will—the Pan-American 
Way is open to you. 


Address: 


E. G. SIMMONS, Weaeuaniiees & General Manager, 
lew 





Orleans, La. 
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STUDIES ON UNDER-AVERAGE RISKS 


Some sihiieitiie Observations by Arthur Hunter, Chief Actuary of the 
New York Life 


Tite studies of Chief Actuary Arthur | flow into the receiving chamber. The 


Hunter of the New 

the treatment of wunder-average 
risks are most interesting and illuminat- 
ing to all in the business. There is 
much interest these days in substand- 
ard business. The New York Life has 
had more experience than any other 
company. In the advance series that 
Mr. Hunter promulgates, he gives some 
practical advice that is of great im- 
portance. Mr. Hunter says: 





HEART MURMURS 





HE heart may be compared to a 

four-chambered pump with valves, 
the power of which is supplied by the 
contraction of muscles. There are 
really two hearts, two pumps, bound 
together by muscular fibres which make 
them one organ. Each heart is divided 
into two chambers, a receiving and a 
distributing chamber. The right heart 
receives the blood from the body and 
distributes it to the lungs; while the 
left heart receives the purified blood 
from the lungs and distributes it to the 
body. In this pump there are valves 
to guard the openings and compel the 
flow of blood in one direction. Some- 
times these valves become leaky and 
allow the blood to flow backward, or 
become thickened and obstruct its 
proper onward flow. The leaky condi- 
tion of the valves or the thickening pro- 
duces a peculiar sound known as a 
murmur and it is from this sound that 
the physician determines the nature of 
the heart trouble. 

Organic Heart Trouble 


When there is a permanent defect in 
the valves, so that they do not work 
efficiently, it is spoken of as organic 
heart trouble, and the murmur as an 
organic murmur. But there are other 
heart murmurs, usually temporary, due 
to various causes, possibly to flabbiness 
of the heart muscle, possibly to a faulty 
arrangement of the muscle fibres. These 
are not due to change in the structure 
of the valves and are spoken of as 
functional heart murmurs. The latter 
are usually found in young and rarely 
in elderly persons. They are often due 
to a run-down condition and among 
youths are likely to disappear as the 
general condition improves. 

Enlargement of Heart 


To offset the backward leakage of 
the blood through a valve, the heart has 
to do more work and accordingly the 
wall of the heart may have increased in 
size in order to pump as much blood 
forward as formerly. This enlargement 
is spoken of as hypertrophy. If the 
heart muscle becomes weakened the en- 
closed cavity becomes larger and the 
walls thinner. This is known as dilata- 
tion. Afterwards a thickening of the 
walls (hypertrophy) may offset this 
defect. So far as the individual is con- 
cerned, the hypertrophy is helpful, be- 
cause the heart is thereby making up 
(compensating) for its leakage; but so 
far as the company is concerned, the 
extent of the hypertrophy indicates the 
amount of damage which the valve has 
suffered and which the hypertrophy is 
intended by nature to offset. 

Mortality Experience 


The most common form of heart 
murmur is known as mitral regurgitant 
and appears on the left side of the 
heart. When a valve permits a back 
flow of blood, the blood is said to 
regurgitate, and the condition is known 
as regurgitation. In the case of mitral 
regurgitation the mitral valve does not 
hold the blood when the distributing 
chamber contracts, and there is a back 


York Life on | experience of the New 


York Life has 


| shown an extra mortality of 80 percent, 


| mortality 


| the heart, 


| with 





if there is little or no hypertrophy, and 
an extra mortality of about 125 percent 
if there is a well marked hypertrophy. 
It, therefore, appears that the extra 
depends largely on _ the 
amount of the hypertrophy which, in 
turn, indicates the degree of damage 
to the heart. Among the cases show- 
ing little or no hypertrophy, one-third 
of the deaths were due to disease of 
which was ten times the 
normal from that cause. Among those 
a marked degree of hypertrophy 
the death rate from heart disease was 
fourteen times as many as ordinarily 
occurs. 1 
Functional Heart Murmur 


The next most common form of heart 
murmur is the functional which, as we 
have stated, is more of a temporary 
than a permanent matter. The experi- 
ence of our company, published by Dr. 
Rogers and myself, shows that a func- 
tional heart murmur at-the younger 
ages is of little importance, but above 
age 35 it becomes a matter of distinct 
moment. This has been confirmed by 
the recent publications of the statistics 
of a number of companies, collected 
by a joint committee of the Actuarial 
Society of America and the Medical 
Directors’ Association. As a result, the 
company issues policies at the regular 
rate of premium to young men with 
functional heart murmurs, provided the 
evidence is clear that the murmur is 


functional. Above age 35, however, an 
extra mortality ranging from 30 per- 
cent to 50 percent is provided for. 


A third form of heart murmur is 


| produced by thickening of the aortic 


| valve 


| significant or not. 
| physician does not wish to 











leading from the distributing 
chamber of the left side of the heart, 
and there are two other forms met in 
life insurance practice, but as the num- 
ber of policies issued under these three 
types is small it does not seem neces- 
sary to deal with them. 


Family Physician and Medical Director 


It frequently happens that the family 
physician takes a different point of 
view with regard to a heart murmur 
from the medical examiner or the 
medical director. There are three rea- 
sons for this. First, the duty of the 
medical examiner is to report any flaws 
whether they appear to him to be 
Second, the family 
alarm his 
patient, if he has not previously known 
of any heart trouble. Third, physicians 
have seen many persons with heart 
murmurs live to a ripe old age and in 
dealing with individual cases are not 
usually in a position to determine the 
extra mortality. The medical director, 
on the other hand, is dealing with a 
group of people whose longevity is 
known to be less than that of a group 
without the defect in question although 


| some individuals will live to a good old 
| age. 


Should Have Medical Advice 


In all cases where an insurance com- 
pany reports that there is heart trouble, 
whether it be of minor importance or 
not, the family physician should be 
consulted and his advice followed. In 
the case of the functional heart 
murmurs among young men, the treat- 
ment will depend upon the underlying 
cause. If it-is due to anemia, to di- 
gestive disturbances, or to improper 
habits, it is easy to correct the trouble 
provided the patient will faithfully carry 
out the physician’s instructions. The 
treatment generally consists of a simple 
life, freedom from anxiety, regular but 
not violent exercises and nourishing 
food. 

Where there is organic disease of the 
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FLOURISHING EXPANDING 
PROGRESSIVE EVERYWHERE 


THE BANKERS RESERVE 
LIFE COMPANY 


We are keeping pace with the wonderful impulse which 
life insurance now feels and we are placing men 
who are buiiding solidly for the future. 





Business in Force, $50,000,000.00 
Assets, Nearly $9,000,000.00 
Monthly Production, about $2,000,000.00 





A few openings available only to Managers and General 
Agents competent to Produce Results. 


Telegraph or write— 


The Bankers Reserve Life Company 


ROBERT L. ROBISON, President JAMES R. FARNEY, Vice-President 
WALTER G. PRESTON, Vice-President RAY C. WAGNER, Secretary-Treasurer 


Home Office: Omaha, Nebraska 

















nsurance Ca pany 


OF DES MOINES, IOWA 


JAS, H. JAMISON, President 


W and up to date policy contracts, REAL SERVICE to Policyholders and Agents, 
NOT SO BIG to lose sight of individual agents, and big enough to serve its Agency and Policy- 
holders satisfactorily. SOME GOOD territory in IOWA and SOUTH DAKOTA open for Agents, 








QUALITY INSURANCE—CHARACTER SALESMEN 


Wanted—Specialty Salesmen—Wanted 


Any Sure Enough Salesman, who has the proper Intestinal Equipment, who is 
“Four Square” and willing to work; can od not less $20,000.00 per year helping 
us to continue the breaking of all Life Insurance records. 

Great opportunity for the men who can qualify!! 

From May, 1919 to May, 1920, Twelve months—one year—we wrote Ten 
millions Life Insurance. How? Let us tell you. We have the plans; we furnish 
the leads. If you can qualify, write or wire. 


THE LIBERTY LIFE INSURANCE COMPANY OF KANSAS 
TOPEKA, KANSAS 








Onto Nationa Lire Insurance Co. 


CINCINNATI, O. 
OW is the Golden Day of Life Insurance. It is 


the best time to get connected with a solid com- 
pany and build a foundation for the future. Good 
business was never so easy to get. People believe in | 
and are buying life insurance. 
The Ohio National pays agents well for their work and 
backs them with all its power and facilities. 
Territory open in Ohio, West Virginia and Kentucky, 

Tennessee, Michigan, Nebraska and Kansas. 


A. BETTINGER T. W. APPLEBY 


President Secretary and Agency Manager 
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WUNEAUEL GTC 








“Easy to read, easy to digest, easy to remember, easy to put at work making dollars for me’’—thus writes a 
buyer of “Easy Lessons in Life Insurance,”” a text and review book with quiz supplement. $1.00. The 
National Underwriter Company, 1362 Insurance Exchange, Chicago 
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_THE RATIONAL ORDER RITER 








Organized 1871 


Life Insurance Company of Virginia 
Richmond, Virginia 
Oldest, Largest, Strongest Southern Life Insurance Company 
Issues the Most Liberal Forms of Ordinary Policies from $1,000.00 to $50,000.00 


and Industrial Policies from $12.50 to $1, . 0.00 
Condition on December 31, 1919 
SE enn bc kd 5 Are wa okaehtol eile eek LaaLekNc eG a dom cae ie anton $ 20,700,133.74 
Liabilities ...... sig svtar ei Shi tale bie vars tabirare mm nese We ems a oa 18,650,203.62 
Capital and Surplus attire BER oats «pa euede mkt Ka sldlaanaseeecedauend 2,049,930.12 
ETRE SIR Ee 3 SER Ry gle prey un Sa on eine 176,501 808.00 
Payments to Policyholders pia bx ase altos Goad Keke enh aaa 1,851,338.97 
Total Payments to Policyholders Since Organization............. $23,840, 173.80 


John G. Walker, President 














Chicago National Life Insurance Co. 
10 South La Salle Street 





NOW ORGANIZING 





APPLICATIONS WILL BE CONSIDERED FROM COMPETENT 
MEN FOR TERRITORY IN ALL PARTS OF ILLINOIS 











THE PERFECT PROTECTION POLICY OF 


| THE RELIANCE LIFE 


gives you something absolutely new and different to talk to your 
prospects. Gives you a chance to earn more money you 
are now making. 

Our Life Insurance Contracts contain the most up-to-date clauses 
known to the Insurance World. The Accident and Health gives 
full protection for at least a third less cost than regular casualty 
companies. Our agency contracts are as liberal as can be made. 


WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 
Reliance Life Insurance Company of Pittsburgh "*p%j3,2e°" Pittsburgh, Pa. 








y Stale Mutual Life Assurance Company 


OF WORCESTER, MASSACHUSETTS 
ncorporated 
1919—SEVENTY-FIFTH ANNIVERSARY YEAR 
For 75 yeare—fes longer, — the onnee = — are MUTUAL has 
Additions are made to our agency force when the right men are found. 
— Sasevee oe 





B. H. 








Are You Permanently Established? 


White for Territory 
Pennsylvania—Ohio—West Virginia 
PHILADELPHIA LIFE INSURANCE CO. 
PHILADELPHIA 














ECRET OF OUR : 
One Success 1S We have a contract for you under which your 
ERVICE income will be limited only by your activities 


A REAL PROPOSITION FOR A REAL MAN 
DETROIT 


FEDERAL CASUALTY COMPANY, michigan 


Cash Capital, $200,000.00 V. D. CLIFF, President 





“SAFE AS A GOVERNMENT BOND’ 


Oa Wag 


LIFE, HEALTH, ACCIDENT exe MONTHLY INCOME INSURANCE. 


Sjateetan LATEST POLICIES AND AGENCY CONTRACT Bai a7 \He: 
Openings OHIO, IND., KY., MICH. and W.VA. Write Columbus 
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November 18, 





heart, the company does not accept 
risks unless the heart is performing its 
work well under the circumstances, and 
the heart has not reached the stage in 
which drugs are advisable. The family 
physician will probably tell his patient 
that good health will depend largely 
upon his own conduct, and this will 
require a considerable degree of perse- 
verance. He will be required to avoid 
anything which will cause any strain 
on the heart. He will be asked not to 
exercise violently, not to subject him- 
self to severe mental strain and not to 
eat to excess. He may be told to give 
up both alcohol and tobacco and to 
undertake a systematic but not violent 
form of exercise. 





OVERWEIGHT 








In dealing with the subject of over- 


weight the reader must first have a 
knowledge of the average weight of 
applicants for insurance. A table is 


accordingly given of the average weight 
of men at various heights and for 
quinquennial ages, based on the experi- 
ence of life insurance companies. 


Table of Average Weight for Men 





WANTED by Massachusetts Mutual Life 
Insurance Company experienced life insurance 
man for district agent San Diego, California, 
and adjoining territory. An excellent opportunity 
for good producer and organizer who desires to live in 
Southern California. Address with particulars F. E. 
McMULLEN, Megr., 1005 Trust and Savings 
Bldg., Les Angeles, Cal. 


| 








HOME LIFE 
INSURANCE CO. 


NEW YORK 
WM. R. MARSHALL, President 


The 60th Annual statement shows admitted 
Assets of 37,780,735 and the Insurance in Force 
$185,755,819—a gain for the year 1919 of over 
$27,000,000. The insurance effected during the 
year was over $40,000,000, or 63% more than in 
the previous year. The amount paid to policy- 
holders during the year was over $4,388,000. 


W. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Obie and Northern Kentucky 
Rooms 601-606 The Fourth Nat. Bank Bidg. 
CINCINNATI, OHIO 


HOYT W. GALE 
General Manager for Northern Ohio 
229-233 Leader-News Building 
CLEVELAND, OHIO 








——— —-Age- —-— 

55 

and 

Height 20 25 30 35 40 45 50 over 
h ft. 2in, 122 126 130132135 137 138 139 
5 ft. 4 in, 128 133 136 138141 143 144 145 
5 ft. Gin. 136 141 144 146149 151 152 153 
5 ft. Sin. 144 149 152 155 158 160 161 163 
5 ft. 10 in. 152 157 161 165 168 170 171 173 
6ft. Oin. 161167172176 180 182 183 184 


The New York Life’s experience for 
many years has shown that there is 
among over-weights a distinctly higher 
mortality than the normal. In 1913 
forty-three of the leading American 
and Canadian companies gave their 
combined experience under the title of 
“The Medico-Actuarial Mortality In- 
vestigation.” In it the fact was con- 
clusively shown that other companies 
had experienced, as had the New York 
Life, a much higher mortality than the 
normal among persons distinctly over- 
weight, even though they had all been 
selected with great care. It was also 
shown that overweight at the younger 
ages was not so serious as in middle 
life and at the older ages. 


Findings of Joint Committee 


In 1918 a joint committee of the 
Actuarial Society of America and of the 
Association of Life Insurance Medical 
Directors made a further study of the 
subject of overweight, in which they 
used not only the material studied in 
the Medico-Actuarial, but also addi- 
tional material on overweight furnished 
by the Metropolitan, the Mutual and 
the New York Life. The following 
brief table gives a good idea of the 
findings: 

Extra Mortality Due to Overweight 

Among Men of Medium Height 


Percentage of Overweight 


Age at 30% Extra 
Entry 20% Mortality 40% 
20 5 20 40 
30 17 35 60 
40 25 50 77 
50 25 50 77 
It appears from the above table, 


that in order to place such risks on a 
level of equality with its general mem- 
bership, a company should provide for 
a substantial extra mortality: for ex- 
ample, an extra mortality of 60 percent 
among men of medium height, 30 years 
of age and 40 percent overweight. 


Height Has an Effect 


It was also shown in the same experi- 
ence that the height of the insured in 
relation to his weight has an effect on 
the mortality, but we shall not go into 
this further than to state that tall men 
among overweights show a decidedly 
higher mortality than short men of the 
same percentage of overweight. 

Then, too, a larger mortality than in- 
dicated in the foregoing table is to be 
expected among men with a girth 














The old line 


Cedar Rapids Life 


Insurance Company 


of Cedar Rapids, Ia. 


Wants three state agents for 
Central West 


A Good Chance for 
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PRESIDENT 
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yy Sa es | LIFE INSURANCE 
freshmen and postgrs¢- 
ates in oo business. $1.50. 
The National Underwriter, 138 
Exchange, 


emu [5 Urance Chicago 





a i aa, di, ie 








cegFeenNT wa = 


} Lo 








1 | 








November 18, 1920 





LIFE INSURANCE EDITION 











around the abdomen greater than 
around the chest expanded. 

A study of the causes of death among 
persons distinctly overweight shows 
that they suffer a high death rate from 
heart disease, apoplexy, Bright’s dis- 
ease and diabetes. The death rate, for 
example, from heart disease is about 
three times as great as among those 
who are of average weight., 

In view of this actual experience of 
life insurance companies (not the im- 
pressions or opinions of the officers), 
it must seem reasonable to applicants 
for life insurance that those who are 
overweight should pay an _ increased 
premium in order that the extra mor- 
tality may be met without throwing 
the burden of it upon the policyholders 
whose mortality is normal. 

In probably the majority of cases 
overweight is due to over-feeding or 
under-exercise or a combination of 
these two causes. A carefully planned 
diet with reasonable exercise will 
usually reduce weight, add to one’s en- 
joyment of life, and increase one’s 
longevity. 








ALBUMIN IN URINE 





Albumin in the urine is popularly 
supposed to indicate serious trouble 
with the kidneys, likely to end in death 
from Bright’s disease. As a matter of 
fact, it may or may not be of serious 
importance. There are a good many 
degrees and kinds of alubuminuria, 
from cases where a small amount of 
albumin is found in one or two of sev- 
eral specimens examined, to a large 
amount found in every specimen tested. 
The first of these conditions is some- 
times due to over-eating, over-in- 
dulgence in animal food, over-exertion, 
over-work, worry, or to some infection 
such as would arise from abscessed 
teeth. A large amount of albumin is 
apt to mean more serious trouble either 
in the kidneys themselves or elsewhere 
in the body. Furthermore, albumin is 
frequently found in growing youths, 
but this is usually of comparatively little 
significance. 

White the presence of albumin may 
not indicate poor health, it should al- 
ways be looked upon as a warning. 
Though it may mean only a temporary 
disturbance it is always important 
enough to warrant having the advice of 
a well-trained physician, otherwise it 
may develop into a serious disease. 


Mortality Experience 


The extra mortality in albuminuria 
seems to depend on conditions which 
are indicated by the extent and the 
frequency of the findings of albumin. 
In a recent investigation made by the 
Actuarial Society of America and the 
Association of Life Insurance Medical 
Directors, an extra mortality of 10 per- 
cent was found among persons who 
had intermittent albumin—that is, 
where albumin was found in, say, two 
out of four specimens examined. While 
it is probable that the presence of 
albumin was due in the majority of 
these cases to temporary disturbance, 
the extra mortality of 10 percent, and 
the fact that the death rate from 
Bright’s disease was much above the 
normal showed that serious trouble is 
sometimes ind’cated by an occasional 
finding of albumin. 


Moderate Amount of Albumin 


Where a moderate amount of albumin 
was found in two or more specimens 
examined, the experience of our com- 
pany shows an extra mortality of 50 
percent, and a death rate from Bright’s 
disease of more than twice the normal. 
This applies to albumin without either 
casts Or pus. 

In addition to the two groups above 
mentioned the company has accumu- 
lated a great deal of information regard- 
ing persons with albumin of various 
degrees. As the mortality varies greatly 
under diverse conditions, it naturally 
follows that the provisions for extra 





mortality cover a wide range and are 
too numerous to mention in detail. 


Care of Health 
The first thing for a person to do 
who finds that he has albumin is to 


consult an experienced physician, and 
to follow his advice rigidly. The treat- 





ment in any event will be largely in 
the hands of the patient, who should 
avoid over-eating, especially of meat 
foods, should use tobacco in great 
moderation, if at all, should avoid 
alcohol, should exercise daily in mod- 
eration and should promptly attend to 
the elimination of waste products. 


Having a Definite Talking Point Will 
Help Agent in Selling Life Insurance; 
Generalities Should Always Be Avoided 


By FRANK H. WILLIAMS 


nite to talk about he can talk a 
lot more convincingly than where 
he is simply talking about generalities. 
So when a life insurance agent has a 
definite talking point upon which to lay 
most of his emphasis when trying to 
sell insurance to a prospect, his chances 
of success are a lot better than if he 
should devote all his talk to a general 
review of the history of life insurance 
and its benefits to mankind in general. 
hen an insurance agent can say to 
a man “YOU should take out more in- 
surance for such and such specific rea- 
sons,” then the agent is a lot farther 
on the road to clinching a sale than if 
he merely said to the man that a lot 
of men are finding higher amounts of 
insurance good business for themselves 
and their families. 


Be Definite and Personally Specific 


In other words there is hardly any- 
thing in the selling of life insurance 
that is more valuable in making sales 
than in being definitely and personally 
specific. 

The prospect may be interested in a 
vague, impersonal sort of way in the 
fact that Johnny Jones and Bill Smith 
have taken out more insurance because 
they have recently had additions to 
their families, but he is or can be made 
to be vitally concerned in the fact that 
because he is now the father of three 
children instead of two his duties in 
the matter of providing adequate life 
insurance for his family have bounded 
up several thousand dollars. 


Be Prepared With Definite Point of Attack 


Whenever it is at all possible to do 
so the agent should provide himself 
before tackling a prospect with a 
definite point of attack or talking point 
which is pretty certain to hit home with 
the man to whom it is addressed. In 
fact, it is frequently worth the spend- 
ing of some little time in securing this 
talking point before approaching a 
prospect. Of course the birth records 
every day provide a lot of leads. As 
has been stated just above, the man who 
is now the father of more children than 
he was formerly is a good live pros- 
pect for more insurance and in many 
cases, where his finances are in pretty 
good shape, he can be persuaded that 
his first duty under the present circum- 
stances is to assure himself and his 
family that his protection is entirely 
sufficient to care for them in case the 
unforseen happens to him. 

So, too, of course, the announcement 
of a man’s engagement to marry some 
young lady is always a good talking 
point. Probably an  unsuspectedly 
large number of the young men who 
enter matrimony for the first time pur- 
chase good sized policies directly be- 
fore marriage or directly after. Then, 
too, a death in a family is pretty sure to 
bring home the subject of life insur- 
ance pretty strongly to all members of 
that family and to provide strong talk- 
ing points for the agent. 


Dig Deeper for Point of Approach 


But suppose the agent can discover 
none of these talking points with which 
to approach a prospect. Suppose that 
he can find no single point of attack 
and therefore must seemingly base his 
talk on generalities. What is an agent 
to do in a case of that kind? Shall he 


Write a man has something defi- | 





give up his search for a talking point 
and plunge into the subject with the 
hopes that his conversation with the 
prospect will develop something, or 
shall he wait for something to turn up 
before going about the job of trying tv 
place a policy with the man he has 
picked out? 

It would seem as though the agent, 
in a case of this character, should dig 
a little deeper. Many times when there 
seems to be no possible avenue of ap- 
proach to a prospect a little more dig- 
ging will open up an entirely new line 
and give to the agent a talking point 
with which he can sign up the man in 
the shortest possible space of time. 


Tell Golfer About Possibility of Accidents 


For instance, is the prospect inter- 
ested in golf? If he is, then tell him 
about some of the accidents that can 
happen any day on the golf course. 

Recently a prominent young man in 
a middle western city sustained a 
severe fracture of the skull when a 
brassie flew from the hands of a fellow 
player and struck him just above the 
left ear. For a time his life was 
despaired of. With this accident as a 
talking point a live wire insurance agent 
of the city brought home forcefully to 
several of the men who had witnessed 
the accident the fact that while in life 
we are in the midst of death and he 
secured a number of good sized policies 
as the result of his efforts. 

Business Affairs Offer Good Approach 

Is the prospect interested in many 
business affairs? If he is, then the 
agent has a splendid talking point. He 
can put the matter to the prospect 
something like this: 

“You are actively engaged in guiding 
a lot of business enterprises. If you 
live during the next five or six years 
you will probably become a wealthy 
man. But you must live to assure your 
family the wealth that should be theirs 
five years from now. If you should die 
next year or the year after that then, 
of course, your family would be corre- 
spondingly badly off. You are, of 
course, working as much for the sake 
of your family as yourself. So why 
not guarantee to your family that the 
‘wealth which should be theirs five years 
from now will be theirs no matter what 
may happen to you? You can do this 
by taking out as much insurance now 
as you feel you will be worth in five 
years from now. You can easily af- 
ford to do this with your income and 
you will not only be guaranteeing your 
family against the future but you will 
also be protecting yourself against pos- 
sible losses and reverses.” 


Guarantee Against Losses and Reverses 


Generally a man who is plunging 
right ahead and who is in a fair way to 
make a considerable sum of money 
within a few years, wants to make it 
just as certain as he possibly can that 
he will get all the money he expects to 
get eventually. So this matter of 
guaranteeing himself and his family 
against losses and reverses by invest- 
ing some of his present earnings in 
life insurance is pretty certain to appeal 
to him strongly. In fact such a talk- 
ing point is generally apt to make more 
of a hit with him than the fact that 
other business men are buying large 
amounts of insurance or that the propo- 











Distinctive Features 
of the Unique 
Manual-Digest 


The only “combination” book 
published, containing the infor- 
mation of all other books and 
much more besides, between 
two covers. 


Beautifully bound in red kera- 
tol, printed on thin “bible” pa- 
per, 1,300 pages, and yet of con- 
venient pocket size. 


The 1920 book contains all the 
information formerly in the 
Unique Manual and the Policy- 
holders’ Digest; it is a combi- 
nation of the only two “combi- 
nation” books published. 


The only book which covers all 
companies and all departments 
of Gpecumatton, 250 companies 
in all. 


The only statistical book which 
also contains a department of 
“general information,” so nec- 
essary in judging the merits of 
a company. 


The only book on policy and 
rate information which con- 
tains also detailed analysis of 
the annual statement of each 
company. 


The only book which really 
analyzes the policy contract; 
the digest is virtually as com- 
plete as though the policy were 
given in full. 


The most complete treatment 
shown in any book en surren- 
der values, cash, loan, paid-up 
and extended, usually for 8 pol- 
icies at S year ages. This de- 
partment has been transferred 
from the old Unique Manual. 


The most complete showing on 
disability and double indemnit 
rates, monthly income, and all 
odd and special forms. 


The best showing on dividends 
and net costs; net costs shown 
for both participating and non- 
participating companies. 


The only book showing every 
policy issued by every company, 
some 8,000 forms in all; rates 
shown at three sample ages, 25, 
35 and 45, with short descrip- 
tion of policy where n 

The only showing of retroactive 
principles in practice published 
anywhere. 


“Carries through” on premiums, 
dividends, and surrender values 
for most comvanies on NINE 
LEADING FORMS, whether 
the so-called “standard” forms 


or not. 


All the reserve, mortality ond 
miscellaneous tables shown in 
BOTH the old Unique Manual 
and Policyholders’ Digest now 
shown in the Manual-Digest. 


Published Annually in May by 


The National Underwriter 
Company 
Chicago 


Price $3 


Cincinnati New York 














: 
: 
' 
’ 















22 


THE NATIONAL UNDERWRITER 


November 18, 1920 




















The Prudential Insurance 
Company of America 


Forrest F. Dryden, 
President 


Home Offi 
“"Howaste, 80 Sp 


Incorporated Under the Laws of the State of New Jersey 


_—— 











Dee 





THE RIGHTS OF 
THE INDIVIDUAL 


AND THE SAFEGUARDS 
OF INDIVIDUAL RIGHTS 


IGHTS and duties are personal. Pleasure and pain 
R are personal. The combined rights of individuals 
make up the rights of nations, and the “rights” of 
nations sometimes clash. It was for the protection 
of these individual rights that Americans entered the war; 
it was to defend these rights that we raised vast armies, 
disciplined and equipped them, and sent them overseas to 
fight. It was for individual rights that our men fought so 
heroically. Their victory is a victory for individual rights. 
Laws and Courts and treaties and baliffs and armies 
are properly the safeguards of individual and national rights. 
The first law of mankind was club-law,—the law of the 
strongest—the law of the jungle. The ultimate law,—the 
law toward which Democracies are struggling—will be the 
law which gives every individual his rights, harmonizing 
them with other men’s rights. 

In a Democracy men are assumed to have been born with 
certain inalienable rights which are protected and restrained 
by laws which men themselves more or less directly make 
and execute. 

Laws are not rights; they should define rights and be 
their safeguard. 

Apply this reasoning to Life Insurance and see how 
reasonable and how imperative it becomes. 

The wife, who is the home-maker, and who, while 
making the home, loses the opportunity to earn an inde- 
pendent income, has the right to some sort of protection 
against the risk of her husband’s death. Children have a 
right to be well brought up and well educated. These rights 
should be safeguarded as against the death or total dis- 
ability of the husband and father. In most cases there is 
no safeguard except Life Insurance. 

The rights of the individuals,—husband, wife and chil- 
dren,—are written in the policy, and are further safeguarded 
by the accumulations of the insuring company and by the 
laws under which it operates. You can’t live real democracy 
without insuring your life. 

The New York Life Insurance Company issues a Policy 
insuring against the risk of death or total disability. Be- 
hind each Policy is seventy-four years of experience, abundant 
resources, and the supervision of laws that define and main- 
tain the rights of individuals. 


NEW YORK LIFE INSURANCE Co. 
346 Broadway, N. Y. 


DARWIN P. KINGSLEY, President 























sition would be good business from a 
pure investment standpoint. 


Compare Worth of Man With Automobile 


Suppose that the prospect is an auto- 
mobilist and that he carries $1,500 worth 
of theft and fire insurance on his car 
and only $15,000 worth of life insur- 
ance. In a case like this or in a similar 
case—and there are thousands of such 
cases—the prospect has a talking point 
which he can frame somewhat like this: 

“Do you figure that you are worth 
only ten times as much as your auto- 
mobile? Is that the measure of your 
abilities and worth? Do you figure that 
you have as adequate a protection for 
yourself as you have for the investment 
you have put into your automobile? 
If you do you are rating yourself pretty 
low. You have your automobile fully 
covered by insurance, then why not 
cover yourself fully? Way not take 
out as much insurance on your own 
life as the amount of money you are 
capable of earning shows that you are 
worth? Don’t you think it’s pretty poor 
business to completely protect your 
automobile and then neglect complete 
protection for yourself?” 

Makes Prospect Sit Up and Take Notice 

Generally this rather unusual way of 
putting the insurance question to a man 
will make him sit up and take notice 
and once the agent has been able to do 
that it is not so difficult a matter to get 
the prospect’s signature to an appli- 
cation. 

Get a definite, specific talking point. 

It will help tremendously in selling 
insurance. 

Try it and see. 


LIFE MEN’S BIG TASK 
IS NOW BEFORE THEM 


(CONTINUED FROM PAGE 7) 


the conservation of the agency forces. 
He said that he has had several sharp 
discussions on this point but he believes 
this program can be put through. In 
other words, he said that there is too 
much strife and competition in the 
agency field caused by some company 
endeavoring to hire the agents of other 
companies. He took the position that 
if a company properly protects its men 
in the field, is fair with them and gives 
them its confidence, there is no reason 
for another company to come in and 
disturb them. President Thorp said 
that such an action is against public 
policy. He declares that a company has 
no right to go after an agent of an- 
other company unless that agent is dis- 
satisfied and the contract has been 
terminated or will terminate, or the 
company desiring the agent has the 
permission of his old company to ap- 
proach him. 

President Thorp deplores the fact 
that from 20 to 25 per cent of the busi- 
ness is lapsing every year. He con- 
tends that something must be done to 
stop the leak. 


Articles on Life Advertising 


The October issue of “Judicious Ad- 
vertising,” a national advertising jour- 
nal published in Chicago by Lord & 
Thomas, has two articles of interest to 
insurance men. One is entitled “Life 
Insurance Advertising,” and expresses 
the attitude of a “prospect” as to the 
kind of life insurance advertising he 
would like to see. Following this good 
article is another, with illustrations, 
showing the splendid life insurance ad- 
vertising being carried on by the Life 
Underwriters of Canada, who have 
adopted for their slogan, “The World’s 
Best Protection—Life Insurance.” In 
the same issue is an article by Clarence 
T. Hubbard of the Aetna Life, entitled, 
“The Attraction of Things in Minia- 
ture.” It is illustrated with a picture 
of one of the Aetna’s safety exhibits and 
other advertising. 


Walter H. Eager. genera! agent for the 
Connecticut Mutual Life in West Vir- 
ginia, has been assigned temporarily as 
an instructor in the service bureau at 
the company’s home office at Hartford. 








QUESTION OF TWISTING 
UNDER MICHIGAN LAW 


Question—I wish to know what the 
law is in Michigan relative to twisting 
and when competition should cease; 
that is, when does the law on twisting 
apply? Is it after the policy is issued 
or before and when? For instance, if 
an agent goes to a minor and takes his 
application and his note for settlement 
and then another agent comes along 
and writes this same minor with the 
consent of the parents, who do not want 
the first agent’s policy, would this be 
considered twisting a policy; that is, 
would the second agent be guilty under 
the law of Michigan as twisting a 
policy? In this case the applicant had 
not been examined by the first com- 
pany. 

In my opinion a policy could not be 
twisted unless issued or at least it 
would be necessary that the applicant 
would lose money. In the above case 
the applicant being a minor would not 
be responsible especially where he had 
taken no examination. 

Answer—We referred your letter as 
to twisting to Insurance Superintend- 
ent Ellsworth of Michigan, who was 
asked with reference to the Michigan 
law on “When does the law on twisting 
apply?” Commissioner Ellsworth says: 
“The Michigan law relative to twisting 
would apply where the agent makes a 
misrepresentation or incomplete com- 
parison of policies, oral, written or 
otherwise, to a person insured in any 
company, for purpose of inducing or 
tending to induce said insured to lapse, 
forfeit or surrender his policy and take 
out a policy of insurance in another 
like company. 

“The same law would apply if an 
agent used the same tactics for the pur- 
pose in inducing an applicant for insur- 
ance in any company to cancel said ap- 
plication, and apply in another like 
company. 

“Referring to the case cited in your 
letter, a minor may make a contract for 
life insurance, and said contract shall 
be good. A note given in payment of 
premium by such minor, however, is 
not valid, and it would appear that in 
the absence of any evidence of misrep- 
resentation on the part of the second 
agent, there is no violation of the law.” 


New England Mutual Meeting 


The Iowa Agency Association of the 
New England Mutual Life will be the 
guests of District Manager J. Howard 
Bream of Ft. Dodge, Friday and Satur- 
day of this week. The Iowa agency of 
the company is in charge of General 
Agent Clarence N. Anderson of Des 
Moines. The following is the program: 


Friday, Nov. 19 


Opening meeting—William C. Ander- 
son, president, presiding. 

Address of welcome—R. O. Green, sec- 
retary Fort Dodge Commercial Club. 

Response—Martin Silberstein. 

“Why We Are Here”—William C. An- 
derson. 

“Greetings from the Home Office’— 
Glover S. Hastings, superintendent of 
agencies. 

Luncheon—Guests of Fort Dodge Ki- 
wanis Club. 

Afternoon 

“The Possibilities of New England Mu- 
tual Agent”—Albert E. Payton. 

“Practical Suggestions on Life Insur- 
ance Salesmanship”—Clarence N. Ander- 
son, general agent. 

“The Future’’—Glover S. Hastings, su- 
perintendent of agencies. 


5 P. M, 
Automobile ride—Complimentary of 
J. Howard Bream. 
Dinner—Speaker, Mayor A. O. Scott. 
Saturday, Nov. 20 


“Publicity”"—George H. Slosser. 

“Aids to Persistency in Business”— 
Ralph W. Fischbeck. 

“Target Practice’—Glover S. Hastings, 
superintendent of agencies. 


Insurance Commissioners to Meet 


Plans are now being made for the 
meeting of the National Convention of 
Insurance Commissioners to be held 
at Hotel Astor, New York, Dec. 7-8. 
The executive committee will meet 
Dec. 6. 
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The Provident Life 
and Trust Company 
of Philadelphia 


(Penna.) 


Provident agents are sell- 
ing not only protection but 
satisfaction. 

The policyholder who 
matures a Provident Long 
Endowment is a center of 
Provident influence in 
his community. 


PROTECTION + THRIFT SATISFACTION 








“THE COMPANY OF CO-OPERATION" 


DES MOINES 


LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 
DES MOINES .-T Bids.) IOWA 


TERRITORY 


IOWA SOUTH DAKOTA 








MR. AGENT! 


Do you care for QUALITY, not 
SIZE? Age, Sound Experience. 
Low Cost, a Splendid Record 
for 70 years? 


Then why not take a General 
in its HOME STATE for 


THE ST. LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS 
STICK! WRITE THE HOME OFFICE 


‘| acquired a few months ago. 


.Contest Installment Option Rule 


Some of the life insurance companies 
operating in Kansas are opposed to ghe 
recent orders of the insurance depart- 
ment relating to extended insurance and 
installment options. George W. Smith 
of New York, attorney for the Asso- 
ciation of Life Insurance Presidents, 
had a long conference with Superin- 
tendent Travis last week and will sub- 
mit written briefs later in support of 
the contentions of the companies re- 
garding extended insurance settlements 
and the settlements under installment 
options in the policies. 

The order of the department directed 
the companies to change their policies 
so that in event of a policy being 
allowed to lapse the insured would have 
insurance to the face value of the policy 
for as long as the reserve would carry 
it. The usual practice has been to re- 


‘| duce the amount of insurance but carry 


it for the full period of the contract. 

The order on the installment option 
clauses required the companies to use 
the same basis of calculation for in- 
stallment options as were used when 
the face of the policy was paid in full. 
All of the companies calculate the 
value of the policy upon a 334 percent 
basis, and if the policy is paid in one 
payment this is the basis used. But 
some companies have contracts which 
provide that if installments are to be 
paid the basis of settlement is only upon 
a 3 percent basis. 


Phoenix Mutual in New Building 


has been formally opened for business. 
The building is six stories in height and 
was erected at a cost of $1,000,000. In- 
stead of having the executive officers 
on the ground floor, as is usually the 
case, the first floor is devoted to the 
supply and mail room. On the second 
are located the actuarial, policy loans, 
claims, bookkeeping and accounting de- 
partments. The third floor has the 
executive offices, planning and steno- 
graphic departments, and the library. 

On the fourth floor are the agency 
and new business departments, on the 
fifth the directors room, assembly hall, 
dining rooms-and kitchen. The sixth 
floor is devoted to sales training and re- 
search work. The investment bureau 
and statistical departments are also on 
that floor. 


Good Results in “Rice Month” 


In his regular letter to salesmen, 
President Ralph H. Rice of the Na- 
tional Fidelity Life of Sioux City an- 
nounces that “Rice Month,” which has 
just been concluded, brought in $1,054,- 
780 of new business. The National 
Fidelity has recently purchased a new 
site at Seventh and Pierce streets for a 
10-story building, having sold the site 
Plans are 
being drawn and soundings made for an 
early beginning of work on the struc- 
ture, which will probably be built only 
three stories high at the outset. 











A Penn Mutual Premium, less a Penn Mu- 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penm Mutual Values, 
makes an Insurance Proposition which in the 
sum of all its Benefits, is ansurpassed for net 
low cost and care of interest of all members. 


The Penn Mutual 
Life Insurance Company 


of Philadelphia 


On January 1, 1909, Rates Were Reduced 
and Values Increased to Full 3% Reserve. 





WANTED 


Life Insurance 
Special Agent 


Large Cleveland, Ohio, General Agency 
of Old Line Company, desires to con- 
nect with a live, wide-awake field man 
of pleasing personality and experience 
to develop outside territory. Service 
to commence January Ist. Salary and 
Commission. Applications. treated 
confidentially. Address 83-Z, care 
The National Underwriter. 

















The Test of Service 


The ultimate success of a life insurance company 
depends upon what those who have bought its 
policies in the past think of the service they have 
received. The Massachusetts Mutual passes this 
test with flying colors. Over $45,000,000, or 35%, 
of the business delivered last year was on the lives 
of men and women already insured in the Company. 


JOSEPH C. BEHAN, Superintendent of Agencies 
Massachusetts Mutual Life Insurance Company 


Springfield, Massachusetts. 
Incorporated 1851 











The Phoenix Mutual Life has moved | 
into its new building at Hartford, which | 





The Farmers & Bankers Life 


Insurance Company 


Largest volume of business—Greatest amount 
of assets—Largest yearly production of any 
Kansas life insurance company. Truly it 


LEADS THEM ALL IN KANSAS 


Home Offices Wichita, Kansas 








WANTED 


A General Agent for Cincinnati 
By 
THE MIDLAND MUTUAL LIFE INSURANCE COMPANY 
of Columbus, Ohio 


Look up the record of this Company, then write the 
Secretary for particulars. Here’s a life-time opportunity 
for the qualified man willing to work. 








GreatRepublic Life Insurance Company 
LOS ANGELES, CALIFORNIA 


Capital, $500,000 Fully Paid 


GREAT OPPORTUNITY FOR LIVE MEN 


H. S. BRIDGEWATER J. R. RAILEY 


325-331 Title Guaranty Bidg., 807-8 Southwestern Life Building 
St. Louis, Missouri Dallas, Texas 


Mgr. Missouri and Kansas Mgr. Texas and Oklahoma 
W. H. SAVAGE, Vice-President and Agency Director 











THE FARSEEING AGENT KNOWS 





The demon- 
that his strated values 
abilities linked offered your 
* prospect 
up wich the WILL GAIN HIS 
poticies of INSURANCE COMPANY coNFIDENCE 


of BOSTON, MASS. 


MUST WIN ALL THE TIME =. 
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THE NATIONAL UNDERWRITER 


November 18, 1920 
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ILLINOIS 


If you live in Illinois, or want to locate there— 





NOW is your chance. We have some excellent terri- 
tory open in which we want to place some real live men 
—men who will appreciate a Direct Home Office Con- 
tract with big first year Commissions and Renewals 
that are worth while. 


We make it easy for you to sell our Policies by giving you 
the best policies to sell, and then showing you how to sell them. 
We give unlimited service to Agent and Policyholder alike. 


We know you'll like our proposition. Address a letter to 
the Secretary today. 


Marquette Life Insurance Compan 


Julius M. Gass, Secretary , 
SPRINGFIELD ILLINOIS 


The Marquette ‘‘Has Stood the Test’’ 

















Great Opportunity 


Indiana 


The Franklin Life Insurance Company 
has just entered Indiana and has some 
excellent openings there for General 
Agents. Contracts direct with the 
Company. 

The Franklin is making phenomenal 
progress, having reached the $100,000,- 
000 mark May Ist. 


For information write the Home 
Office. 


Springfield, Ill. 





























Aetna Life Clubs 


An opening meeting of real distinction 
with Dr. Frank Crane as the feature 
speaker was held by the Aetna Life 
Clubs at the home office in Hartford 


Nov. 17. Dr. Crane made his first ap- 
pearance in Hartford through this 
meeting. Other features were a five- 


piece orchestra of Aetnaizers, a song 
leader and an exhibition of fancy drum- 
ming by some Aetna experts. Dr. 
George E. Tucker was in charge of the 
meeting and Clarence T. Hubbard in 
charge of all arrangements. 


“Bomb” Only Premium Remittance 


Employes in the mailing room at the 
home office of the Bankers Life of Des 
Moines were startled last week when 
they received what they feared might 
be a bomb. After considerable pre- 
liminary investigation they opened the 
mysterious package and discovered that 
it was a baking powder can containing 
$17 in dimes, nickels and pennies. A 
Canadian policyholder was adopting 
that method of paying his premium in 
that manner because of the high rate of 
exchange between Canada and _ the 
United States. 


Increases Net Line 


The Columbia Life of Cincinnati will 
on Jan. 1 increase its net line from 
$5,000 to $10,000, as its surplus is now 
large enough to justify this increase. 
The company will pay a stockholders’ 
dividend this year. 


New Verdict in Hurni Case 


Federal Judge Reed at Sioux City, 
ta., has directed a verdict for the second 
time against the Mutual Life of New 
York and in favor of the R. Hurni 
estate on a $25,000 life policy on the late 
Sioux City packer, which the company 
contested, alleging fraud in securing the 
insurance. The second verdict is for 


$29,762.50, which includes interest from 
the death of the insured, July 4, 1917. 
The first directed verdict went to the 
circuit court of appeals which ordered 
a new trial. 


Fraternal Amendment Defeated 


Incomplete returns indicate that Okla- 
homa voters turned down at the general 
election a proposed constitutional amend- 
ment referred by the legislature which 
would permit fraternal insurance organ- 
izations to write a wider variety of 
policies which need not be uniform and 
mutual, while retaining the tax ex- 
emption privilege. 


Asks New Law on Settlements 


The coming session of the Kansas 
legislature will be asked to enact a law 


“which would prohibit life insurance com- 


panies from making any settlements for 
less than the face value of the policy 
except on approval of the insurance de- 
partment, Superintendent Travis asserts 
that he considers such a law is neces- 
sary to protect policyholders from mis- 
takes of companies and from the acts 
of some adjusters who, he says, have 
dealt unfairly with policyholders. 


Pittsburgh L. & T. Up Again 


The affairs of the defunct Pittsburgh 
Life & Trust have been brought into 
court again in the trial of a suit filed 
by Commissioner Donaldson of Pennsy!l- 
vania on a surety bond for $100,000 given 
by the Hartford Accident & Indemnity 
covering deposits of the funds of the 
Pittsburgh company in the North Penn 
Bank made by former Commissioner Am- 
bler as statutory liquidator of the com- 
pany. The bank failed and the insurance 
department was unable to recover the 
deposit. The Hartford Accident & In- 
demnity won the suit. It contended that 
the bond was given at a time when the 
officials knew the bank to be insolvent. 


Fighting Woodmen Raise 

Those members of the Woodmen of the 
World and Woodmen Circle of Texas who 
are opposed to increasing the rates now 
effective for the class of insurance car- 
ried by them in their respective orders. 
met at Commerce last week and pro- 
tested against the proposed increase. 
Other meetings will be held in Texas 
during the month. It is said the major- 
ity of the members of the fraternity in 
Texas are opposed to the increase. 
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Advertising Pencils Build 


Good Will and Bring Results 


Turn your prospects into 
customers and your cus- 
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tomers into friends b 
presenting them _ wit 
high-grade Advertisin 






Lead Pencils, printe 

with your advertisement. 
No other advertising spe- 
cialty costing so little 
money is so useful to 
everybody—so sure to be 
kept and used—so certain to 
make a favorable and last- 
ing impression on the minds 
of those who get them 
Samples and quotations on request 


An “Ad” in the hand is werth 1000 
in the weate basket 
NORTH AMERICAN 
PENCIL WORKS 
501-509 Plymouth Ct. CHICAGO 
























FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohic 
has just issued a very interesting booklet 
“Suggestions for Increasing 
Your Income” 
and would be pleased to send a copy to every 
Life, Fire and Accident Agent in 
Ohio, Illinois and Kentucky 








Agency Openings in 
Indiana 


for men who are ambitious 
to succeed 





Popular Priced Policies 





Specimen Rate 
Age 30 —————._ $14.28 
NATIONAL LIFE 
ASSOCIATION 
Des Moines, Ia. 








“SOMETHING 
NEW FOR 
AGENTS” 
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National 
American 
Life 
Insurance 
Company 
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Burlington, Iowa 

















